eS 
at: | 15 ’ 


I rai 


Pa 


VOLUME CXII NUMBER 26 
FEBRUARY 26, 1938 


a 


EVERIT B. TERHUNE, President 
Vice-Presidents 
ARTHUR D. ANDERSON 
H. WALTER SCOTT 
BERNARD C. BOWEN 
LAWRENCE F. DUTTON 


HUGH M. BOWEN 
GORDON SCOTT 


EDITORIAL STAFF 


ARTHUR D. ANDERSON, Editor 
RAYMOND L. FITZGERALD, Managing Editor 


JOHN J. REILLY 
Art Director and Promotion Manager 


OWEN A. THOMAS, Associate Editor 
140 Federal Street, Boston, Mass. 


HARRY R. TERHUNE, Field Editor 
201 Oceano Drive, Los Angeles, Calif. 


RUTH HARRINGTON, Fashion Editor 


ELEANOR M. RUTLEDGE 
Associate Fashion Editor 


HERBERT B. GOODRIDGE, Make-Up Editor 
RAYMOND H. GOODRIDGE, News Editor 


L. W. MOFFETT, Washington Editor 
1061 National Press Bldg., Washington, D. C. 


Owned and Published by 


© 


CHILTON COMPANY 
Incorporated 


Chestnut and 56th Streets, Philadelphia, Pa. 
239 West 839th Street, New York, N. Y. 


OFFICERS AND DIRECTORS 
C. A. MUSSELMAN, President 

FRITZ J. FRANK, Executive Vice-President 

FREDERIC C. STEVENS, Vice-President 

JOSEPH HILDRETH, - 

GEORGE H. GRIFFITHS, 

EVERIT B. TERHUNE, ? 
WILLIAM A. BARBER, Treasurer 
JOHN BLAIR MOFFETT, Secretary 

JOHN H. VAN DEVENTER 
JULIAN CHASE 
THOMAS L, KANE 
CHARLES 8S. BAUR 
G. CARROLL BUZBY 
P. M. FAHRENDORF 


Bai 


hen sie wh ip hy 


us: Ai fyi 


BOOT anvnpd SHOE 
RECORDER 


with which is combined 
THE SHOE RETAILER 


Editorial and Executive Offices 
239 West 39th Street 
New York, N. Y. 


Publication Office 
Chestnut and 56th Sts. 
Philadelphia, Pa. 





IN THIS ISSUE 


Voice of the Trade 

The Editor's Outlook 

The New Cycle of Shoe Fashions . . 

Town Shoes That Follow the Clock 

From April to June—Summer Sport Shoes 
Top Season in Whites and Combinations 
Town Shoe Type Chart 

Warm Weather Leaders for Girls and Boys 
Caters to the Service Men 

Ads Disclose Interesting Trends 

The Shoe Store Calendar for March 

New York State Retailers Meet 

Drastic Chain Store Taxation Proposed 
Shoe News 


Copyright 1938 by Chilton Company (Incorporated) 





ADVERTISING STAFF 


E. B. TERHUNE, JR., MAURICE wosey. L. F. DUTTON, E. P. LINGHAM, GOR- 
239 West 39th St., New York, N. Y DON SCOTT, FREDERICK A. RUS- 
Pennsylvania 6-1100. SELL, 140 Federal St., Boston, Mass. 


Telephone: Liberty 4460. 


H. WALTER SCOTT, Chestnut & 56th 
Sts., Philadelphia, Pa. Telephone: 
Sherwood 1424. 


HARRY R. TERHUNE, 20! Oceano 
Drive, Los Angeles, Calif. Telephone: 
W.L.A. 36270. 


Telephone: 


B. C. BOWEN, ROBERT A. GALLAGHER, 
209 S. State St., Chicago, Ill. Tele- 
phone: Wabash 8058. 


1627 Locust St., St. 


HUGH M. BOWEN, 
Garfield 3347. 


Louis, Mo. Telephone: 


Member, Audit Bureau of Circulations: Member, Associated Business Papers 


Published every Saturday. Subscription Price: United States and Possessions, Mexico, Cuba, Canada, $3.00 


Foreign, $10.00 a year. Single copy 25 cents. 








BOOT AND SHOE RECORDER, February 26, 1938 














A NEW FORMULA 
FOR SUCCESSFUL RETAILING.... 
FOLLOW THE HEALTH | 


SPOT SHOE PROGRAM ~ 
FOR 1938! 


WINDOWS — Special teacher back- 


ground service that stops traffic in front 
of your store and can be seen by passing 
automobile traffic. 





SALESPEOPLE — Visual Education by 
sound and picture. Intensive training of re- 
tail salesman in Selling Technique. | 


RADIO — Intelligent appeal thru the | 
large radio stations, to the millions of foot ~ 
sufferers, making thousands of people 
Health Spot Shoe conscious. 


FOOT BALANCE INDICATOR— 
Available only to exclusive Health Spot 
Shoe Dealers, the Foot Balance Indicator 


is a new and dependable sales stimulant. 


It offers your customers a helpful and un- MAKING FOOT BALANCE TEST 


Rigid tests prove that the patented construction of Health Spot 
Shoes controls and balances body-weight in the feet. 


usual service. 


Long term exclusive Health Spot Shoe Dealer contracts are available 
in a number of small cities in the United States. Write for information. 


MUSEBECK SHOE CO. 


DANVILLE, ILLINOIS 
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B. EUGENIA LIES, counsel in 
retailing, said: 

“How can we make jobs worth 
more to the employees? Dollars 
are, of course, of primary impor- 
tance. But they’re not all, by a 
long shot. There are many hidden 
values, or should be, in every job. 








What does your store have to offer? 
Is it known as an organization that 
encourages ambition through op- 
portunity for advancement? Is it 
‘nice to work for?’ Is it loyal to 
employees? Do you discover abili- 
ties, give scope to talents, guide 
the energetic workers so that they 
can be proud of their jobs? 

“These things are of as great im- 
portance to the worker as his im- 
mediate salary. You have all heard 
remarks like these—‘Sure it paid 
well—but you never knew from 
one week to the next how long it 
was going to last; and I don’t like 
the outfit anyway.’ Or, ‘Yes, the 
salary was all right and it was a 
good outfit, but it wasn’t the kind 
of job I can do best. I knew I'd 
never get a chance at anything else. 
I'd rather have less money and a 
job that I’m equipped to do and 
like doing.’ 





boot amd Shoe Kecotdler 


VOICE of the TRADE 


“I feel we should consider the 
most important point—one that 
concerns you most of all—the waste 
of human abilities and talents.” 


* * % 


BR. M. SANDERS of Bultman’s, 
Sumter, S. C., says: 

“The problem of the shoe store 
has ever been the answer to the 
query: ‘How shall I dispose of my 
odds and ends?’ Well, here is what 
we did in our store in Sumter. 
S: Gi: 

“When we took our inventory in 
January, we found that we had 
quite a number of odds and ends 
in black, brown and blue, in tree 
bark, crushed suede, etc., in high 
and medium heels from 21% to 9 


from AAA to B widths. 





“We took these shoes, left them 
in the boxes and centralized them 
in a section of our store. Then we 
filled one of our windows with these 
shoes and had a large show card 
with these words: ‘Values from 
$3.00 to $5.50... . Now $1.45 
per pair.’ For a day or two noth- 
ing happened. Then the public 
realized that this was a genuine 
sale and not a hocus-pocus one and 
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then they came in and bought; 
some one, two, and three pairs. 

“We had a good sale and con- 
verted what were non-salable shoes 
into cash money with which to buy 
new Spring shoes. We pass this on 
lo any one who may want to get 
rid of these P.M.’s and yet keep 
in touch with his customers so that 
they benefit by the sale and not give 
all his shoes and good will to the 
mass buyer at thirty-five and 
seventy-five cents—who gives him 
nothing in return but perhaps some 
empty shelves.” 


* * 
ADVERTISING AVE. 
. BETTER 
Sfaee BUSINESS 
/ 


PAUL KRIPPENDORF, shoe ex- 
pert of Lynn, Mass., who is winter- 
ing at the Macfadden-Deauville 
Hotel in Miami Beach, Fla., says: 

“The time will come when ill- 
fitting shoes will be as outdated as 
the stiffly-boned corset. There are 
some 90 advertised trade-marked 
health shoes on the market that 
should keep the foot in proper pro- 
portion, but there is no shoe that 
will completely correct a foot 
already crippled by improperly fit- 
ting shoes. 

“During my 56 years in the shoe 
industry, there has been a revolu- 
























tion in manufacturing and selling 
of shoes. When I first started as 
shoe cutter at the age of 14 years, 
salesmen took orders twice a year, 
in March and September—and put 
in order for the season’s business. 
That gave manufacturers a chance 
to plan on what leather to buy, lasts 
to have, and patterns needed. These 
patterns changed twice a year and 
generally the shoes came in two 
colors, black and brown, and two 
styles, six-inch button boots and 
laced shoes. Today, new samples 
are sent out by manufacturers 
almost every week, with all colors 
of leather used and an unlimited 
variation of styles.” 


* * * 


HERBERT S. WATERS, at the 
National Retail Dry Goods Associa- 
tion convention, said: 

“After Easter, sell your com- 
munity the idea that your store is 
completely set for all kinds of out- 
door activities. Just as last Spring 
and Summer were the greatest out- 
door seasons in the history of 
America, you can bet your last dime 
that this year will be even greater. 
More time, due to the labor and 
economic situations of today, lies 
in the hands of your customers; 
and this time will be spent playing 
-—within whatever means your cus- 
tomers have. Sell them the idea 
that no matter what they need to 
add further to their enjoyment, you 
have it.” 





S. S. CRASILNECK of the Vogue 
Boot Shop, St. Louis, has this to 
say to the independent shoe mert- 
chant who wants to weather depres- 
sions and “recessions” successfully : 

“Get a good line of health shoes 
—they’re the backbone of the in- 
dependent business. In the first 
place, there’s no markdown on 
them. But more important, when 
depressions come, women who are 
used to health shoes will keep on 
buying their health shoes, no mat- 





Sex. Of 


YA 








—One sure way to increase shoe 
reduction and shoe sales is to 
ave more feet to fit shoes to. 

—Whether it's Vitamin X, Y, or Z, | 
don't know; but there must be 
something extraordinarily stimu- 
lating about this New York City 
atmosphere, 

—Because in the year just ended 
992 sets of twins were included in 
the 101,988 births recorded. 

—And what could be more con- 
ducive to increased shoe con- 
sumption than twins—or better? 

—What the shoe industry needs is 
more twins and a few quintuplets 
for good measure. 

—Page Doctor Dafoe! 


ice 6 Tis 


President 





ter what other luxuries and neces- 
sities they must give up. During 
hard times, I’ve had women come 
in and count out $10 in nickels and 
dimes, to buy a pair of health shoes. 

“T didn’t learn this lesson until 
after the crash came in 1929, but 
believe me, I'll never be caught 
again without the best line of health 
shoes I can handle.” 


* * * 


6S ANDAL pumps are the fast- 
est selling shoes we have had in 
our racks for many a day,” de- 
clared Joseph S. Wallace, manager 
of the Huggin Wilshire Boulevard 
shoe store in Los Angeles. “It has 
been really amazing the way our 
trade has taken to these sandal 
pumps which we are retailing at 
$18.75. Hollywood women with 
their well-earned reputations for be- 
ing well-groomed and shod have 
absolutely discarded the closed 
types of shoes in favor of these 
newer, open patterns this Spring. 
Marlene Dietrich, Constance Ben- 
nett, Carole Lombard, Simone 
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Simon, Dolores del Rio and Glenda 
Farrell, to mention a few names, 
have all bought from four to eight 
pairs of these shoes in various 
materials. 

“Black patent is the prime fa- 
vorite for early Spring. This is fol- 
lowed closely by the Chaudron calf. 
Strawberry shades have been some- 
what disappointing in the early 
selling. Our patrons have liked 
them, bought them, but when they 
took them home and ensembled 
them with the costumes they had 
in mind, the shade just didn’t 
satisfy. So a great many returns 
were experienced on this color. So 
far this Spring, it seems that all 
closed patterns are practically 


dead.” 


* * * 


ACCORDING to Jerry Cole, buyer 
of better shoes in the Mark Store 
in Miami, the “Match-Mates” in- 
troduced by him have been an out- 
standing number for the resort sea- 
son. These shoes, each with its own 
name and matching bag, were espe- 
cially designed to meet the season’s 
demand. Business in this depart- 
ment during the past year has in- 
creased more than 50 per cent and 
“Match-Mates” have had not a little 
to do with building it up. 

The “Fiesta” is a wrap-around, 
open-toe sandal in multi-colors with 
Kelly green, yellow, royal and red 
and a two-tone high heel. Its match- 
mate is a bright doeskin creation in 
deep flat pouch of brown, cross- 
slashed with red, Kelly green, royal, 
yellow. and purple. It is Zipper 
closed, lined and fitted. “Fiesta” 
may also be had in pastel combina- 
tions, the shoe at $10.95 and the 
bag at $6.95. 

The “Tab,” is a stepin pump in 
matching doeskin with genuine 
water snake forming heel and ac- 
centing the vamp and cuff at the 
high swept front. Its match-mate 
is a doeskin bag with water snake 
trim. This set is shown in beige, 
royal or Kelly green, with genuine 
lizard trim. 

* * * 
BREUBEN STIEFEL of Gold- 
smith’s, Inc., Orlando, Fla., says: 

“Whites are the biggest sellers, 
with white and tan and white and 
black combinations second. We are 
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also selling quite a few multi-color 
shoes in medium-priced shoes. We 
have done a very nice job with 


Parisand.” 
* * *¢ 


TACKLE THE TOUGH ONE, 
TOO 


By Emit J. BLacky 


Sure, it’s easy to go out and sell 
The A-1 prospects first, 
And chalk up a nice volume 
With your chest swelled out to burst. 
But there’s that extra something 
In a man for all of that, 
Who goes right out and makes a sale 
Where once he’s turned down flat. 
It isn’t salesmanship, I say 
To call on old Jim Brown 
Who likes the store you’re working for 
And never turned you down. 
Who really doesn’t need the goods, 
But gladly comes across 
To do your firm a favor 
Just because he likes your boss. 
You'll probably come back running 
With his name signed on the line 
And proudly wave the order 
And think you’re doing fine. 
But have you ever tackled 
Old Scroggins up the street 
Who thinks the stuff you’re selling 
Would not be fit for feet? 
Have you ever chanced upon him 
When his looks blot out the sun 
And you are mighty thankful 
That he hasn’t got a gun? 
Have you ever sided with him 
On a question of the day, 
And listened, like you meant it, 
To the things he has to say? 
Then, like an expert fencer, 
Did you ever pierce his guard, 
By mentioning his hobby, 
Or the team on which he starred? 
And quickly, once you’ve won him, 
You shift into your stride, 
To talk about your product, 
Which he’s so oft defied. 
You see Old Scroggin’s sour look 
Turn right to honey dew; 
By gum! You’ve got an order 
Before your face turns blue. 
You’ve cut right through Old Stonewall, 
And haven’t made a slip; 
Now, you deserve a medal— 
My boy, that’s salesmanship! 


*% * *% 


YOU can’t keep a Brockton shoe 
manufacturer down for any length 
of time. Here is Arthur F. Luce, 
vice-president of the Stacy-Adams 
Company, rapidly coming to the 
fore as one of New England’s lead- 
ing ice-boaters (if that is the correct 
designation). Out around Norton, 
which is in the vicinity of Worces- 
ter, Mass., he is fast making a name 
for himself as a skipper who can 


make an ice-boat do _practicallly 
everything except sit up and beg. 
We expect to hear more from him 
when the Eastern Amateur Ice-Boat- 





ing championship races are run off. 
In between times, Mr. Luce plays a 
snappy game of badminton, and 
squash is also very much to his 
liking. 
* * * 

WE'VE just come across this in 
the public prints of 25 years ago. 
It is applicable now just as it was 
then: 





“One step won’t take you very far 
You’ve got to keep on walking; 
One word won’t tell folks what you 


You’ve got to keep on talking; 
Oné inch won’t make you very tall, 
You’ve got to keep on growing; 
One little ‘ad’ won’t do it all, 
You’ve got to keep them going.” 

* * * 


ANTHONY H. GEUTING, in a 
statement made at the conference in 
Washington, in the interests of the 
small merchant, said: 

“I would be in entire sympathy 
with the Administration’s views on 
monopoly if I could feel that this 
movement were a sincere and thor- 
ough one, and not just a political 
camouflage. Americans have no 
sympathy with monopoly, whether 
it be a labor, industrial or financial 
monopoly. We were all brought up 
under the Constitution of the 
United States to have equal oppor- 
tunities for all and special privi- 
leges for none... . We want noth- 
ing more or less than just laws 
that will control monopoly. If this 
simple rule had been followed pros- 
perity would have been with us 
long ago, for I boast of the won- 
derful business leadership of this 
country, which has made us the 
outstanding country in the world 
in industry, commerce and the wel- 
fare of the people.” 




















"For Heaven's sake, Wilbur, make un your mind.” 
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OUTLOOK 


Simple Economics Made Compziex by Polities 


SO now the President asks for a balance of com- 
modity prices to promote a balanced expansion of 
production and thus increase income and employment. 
Higher prices for farm products and commodities, a 
moderate rise in the general price level and lower 
prices for steel, certain building materials, etc. In 
other words, natural business is over, the law of supply 
and demand suspended and a planned economy from 
now on. But can he do it? 

All these things point to the fact that we are in a 
period of political manipulation and that the forces 
of governmental control are more important than the 
rules of business—what a fantastic age we are in. 

It is pretty obvious that this recession was terribly 
manhandled. It evidently was artificially made, through 
a series of errors. Certainly, the public, business and 
the law of supply and demand had little to do with 
the return of this terror of depression that seems to 
have hit America and no other large nation on the 
face of the globe. 

The optimist might say that if this recession was 
man-made in a hurry, it can be corrected by man in a 
hurry. But if that man is a politician, dealing in terms 
that are not economic, there is no telling what mess 
may follow. All we seem to know is that unemployment 
is increasing and we are sliding down the hill at a 
tate many times faster than between 1929 and 1933. 
Words, even political words, are not going to turn the 
tide in a few months. Government can manipulate 
money and bring about an illusion of betterment, but 
when it tries to raise certain prices and lower others, 
by edict, it is trespassing on unknown ground. 

Perhaps the shoe industry is a little more sure-footed 
than others because it is dealing with a commodity 
that is in general use, seasonal in character and sensi- 
tive to the whims as well as the necessities of people. 
We are now in the natural production bulge of the 


year, for stores need new shoes for Spring and Easter’ 


selling. If, by good luck and good salesmanship, we 
can convince the public that they need more shoes in 
March and April, we can enjoy some of the encourage- 
ment of sales and turn-over, perhaps as denied other 
industries. The selling months ahead are of great im- 
portance and the retailer is the man of the hour. 

We mustn’t forget that we are all tied up in the 
same tangled ball of string that goes back to Wash- 
ington. And that’s the rub! Never before have we 
had to consider as the major problem political inter- 


By ARTHUR D. ANDERSON 
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ference with the economics of production and distribu- 
tion. This nation has successfully passed through many 
crises in the past that were disturbing, but this mess 
seems te be one that carries with it fear. pessimism 
and worst of all, inertia. 

If an attempt is to be made to artificially raise 
prices, then no one feels secure because the same 
power that raises them may have the whim to artificially 
lower them. Heretofore, when hides showed a natural 
and steady rise in price, the inevitable follow-up was 
a stimulation of buying all the way up to the shoe 
store stock. For it is obvious that in the consideration 
of the rise of farm products, even by manipulation, 
meat and hides will also be included. 

Would that we could return to the natural law of 
supply and demand, for Leonard P. Ayres, famous 
economist, says: 

“We have all the economic requisites for pros- 
perity. We have the men, money, materials, and 
markets. We do not need to exploit some new 
invention, or to expand an infant industry, to find 
work for all. There are still waiting to be made 
up enormous shortages accumulated during the de- 
pression years in the durable goods industries. We 
need large numbers of ships and bridges, gener- 
ators and transmission lines, cars and locomo- 
tives, cranes and machine tools, new dwellings 
and industrial plants. Our troubles are political, 
not economic. Probably no nation stricken by a 
depression ever before faced a recovery problem 
so simple in its economic terms, and so complex 
in its political terms.” 

So you see, we have the makings for prosperity. It’s 
Springtime, the time for planting and planning. At 
least we have the best season of the year ahead of us, 
and we may show improvement even though it is the 
result of muddling along. The temper of the American 
public, by and large, is to go to work in Springtime. 
One thing the politician can’t juggle with is the calen- 
dar and the rising sun may be the best corrective of 
all. Let’s hope so. The shoe industry is brightening 
the footsteps of a nation with new shoes, new colors 
and new thrills in style. Thanks a million for the fact 
that a merchant stands before the public with a smile 
on his face and hope in his heart. 














From spver THROUGH Summn... 


WV HAT’S different about these styles of 1938? 
How shall we promote the new shoes of a new season? 
Look at your shoes now in stock. Compare them with 
these bought in your Spring orders and on these pages. 
One striking silhouette change takes place. The “Valkyrie” 
line yields first place to pump and sandal patterns. When a 
Spring shoe is cut high over the instep, it is so cut away and 
lightened that the whole effect is radically different. Even 
the oxford shell takes on this opened-up look. Even the most 
tailored patterns have this airier expression. Without ques- 
tion the newest pattern interpretation is the pump with a 
crossed line over the instep. It may be a “V” line opening. 
It may be a crossed strap, often with a sleeve gore to give 
it adjustment at the heel. 




















For play shoe promotions, the clog and wedge heel are 
the new season’s highlight. And this same idea of accent- 
ing of the sole is seen in the many “mudguard” treatments 
in tailored and sports shoes. 

Early color promotions give the crown to rust shades and 
berry shades . . . a real opportunity for extra pair selling 
after blue and black. White shoes take on a touch of color 
to enliven Summer selling. 

In leathers we make way for a newcomer... pigskin... 
important in dark colors, high colors and white. The 
fashion trend towards draped effects gives kidskin new pro- 
motional significance. And with patent, suede, reptiles ‘calf 
and fabrics all important in the picture’ diversity of ma- 
terials is a keynote of Spring and Summer merchandising. 
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FOR your customer’s morning-in-town clothes, the five 
shoes shown above aren’t a pair too many. She is going 
to wear her black Winter coat for some weeks to come 
and gabardine oxford will freshen it up. She is bound 
to have a new navy blue Spring outfit and she needs a 
softly tailored trimmed pump to wear with it. 

You should sell her another pair of shoes to vary the 
effect of this basic Spring costume—shoes in a contrast- 
ing color—rust or berry red. 

Then, the chances are she will have a suit, either a 
strictly tailored suit, or one of those “casuals” that are 
sc important in colors like blue or rose. For this she 
needs a tailored shoe, such as the stepin or the opera 
pump illustrated above. And getting on towards Sum- 
mer she'll buy a white or a natural color suit and want 








a white buck. or natural linen spectator shoe to go 
with it. 

The shoes shown at the top of the opposite page 
round out her dressier costumes. A black patent leather 
shoe is a sparkling choice for a printed ensemble. If 
she’s going in for a pastel soft coat or suit, that ombre 
kid oxford has just the right feeling. With a beige and 
black outfit, black suede with a touch of python is per- 
fect. With a soft, black or navy woolen coat, the kid- 
skin cross strap has the same soft glow and dressmaker 
feeling. And for warm weather, when dark street 
dresses and suits come on the scene, it’s the time for the 
open gabardine pump with a tiny touch of white. 

With cocktail or dinner clothes she'll need something 
informal in a dark color of fabric or doeskin, like the 
ripple pump or the lattice strap. For Spring evenings, 
the sandal in metal kid, satin, or crepe. And, later on, 
with Summer evening clothes, the gay print for a vivid 


accent. 
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Oh into afternoon. On with the sandal, the darling of warm weather 
fashions. Here the list of shoe materials is as long as Summer, day. 

Take doeskins and kid suedes . . . in white, in new, mixed shades, 
more subtle than last year’s bright multi-colors. Take kid, outstanding 
in white; light weight calf, perforated for Summer comfort. Take 
pigskin again, in high shades or pastels. Even alligator, opened up 
and airy. Take patent, chiefly in white. And fabrics. Linens very 
popular. Plain linen as, eyelet embroidered linens, ombre linen coin-_.” 
bination. 

Prints are important in the high and low price brackets, less so in 
the between ranges. Mesh makes lovely shoes, often interwoven eae 
color. Jersey is high style for draped effects. . 

The idea of draping is seen in some of the most sieacicia | He 
with fabrics Gnd, sometimes leathers) tied and folded and gathered. NS 
The extreme version of this idea is the shoe with detachable:scarf., 
section that can be actually tied and untied. vo Rae Nae : 

Lattice cut-outs, and ladder effects are still with us. rcstinrm s 
over-the-instep strap still registers, often allied with slee treat- 
ments at the heel. A few open backs with general endorsement of 
open toes. Who said the open toe was a passing fancy? 




















came into its own. promt run endless changes on-tongues, 
coniers on another section of the shoe—it's underpin- 
ings. An turned out. to- be a really good idea... making the foot . 
ook sho r, giving it an entirely new look with fancy welts, weer’ ig 
: heels and all manner of sole exaggeration. \ ae 
“In country sport shoes, soles are continued over the vamp Awith an’ \ 
overlay or threaded lacing. The name “mudguard” to describe-this, 
- treatment is not romantic, but it’s so descriptive that it has stuck.. And 
the idea is a “runner” for Spring and Summer. 
_ Reverse calf, smooth calf, some grained leathers, linens and a few 
_ other rustic fabrics register in this group. The new material note is 
: pigskin i in bright colors, tanned to a new suppleness and porousness. 








browns for Keng more conservative browns for ok with. navy. 
blue a second, Later on, with warmer weather . +. White and some 

















Ophees is taken more eciouals 
ar with slacks, with shorts, with dresses ” 
p ath, with beach outfits, for all infor- 


shoes again in this group and. some heavy 
smooth leathers. There are more rustic . 
‘crocheted materials with a Mexican: | 
| Jatticed strip leathers. 
ce: the center of the stage. Three months Lilt 
so extreme that few people took it seri/ (/, | 
ich all over the place that the high style, 
cool off on tie subject. We sho 


logically belongs. 
in this easy-going group. The beantlatlb| 
ies is that a woman can tie up thesé) 
_any number of plain color costumes. | 
| prints and stripes are important in play | 
t you need some plain color play shoes to. 














GREATEST 
WASHABLE 
SUIT 


SEASON | J 
sea " WHITES 
Ey TT RAZA 


In Washable Suits, White Linen Main- 
tains Its Popularity, But It Is Seen in rss = Ae 4 e 
the South with Combination Sport rhis is true partic ularly if the customer is looking for 
Shoes, a Most Important Point to Shoe something different to wear with his linen or wash- 
Retailers ch, able. With the darker accessories, Pukkah shades in 
shirts, and bright colored regimental stripes and solid 


ties, a trimmed shoes is very acceptable. 


This year the combinations are of a heavier nature. 
THERE’S a new school of though e right shoe Heavy brogue details are used extensively in foxings. 
to be worn with the a en, Palm Beach or and large inlays of light toned calf are used on white 
Shetland syitggs&t0TIda resorts this year are reversing buck, white kid suede, and smooth and grained calf. 
the acg d use of the all-white shoe for this still more An interesting item is the saddle shoe seen in its origi- 
pog@tar costume and resort stores are selling a good nal design and adopted with pinking and perforations 
pficentage of combinations to be worn with them. [TURN TO PAGE 52, PLEASE; 











oun REILLY 


need some plain color play shoes to. 


PRESS photos from Palm Beach and Jamaica show 
a majority of the men wearing darker slacks in wash- 
ables and gabardines worn with double breasted or 
single breasted linen jackets. This is the high style 
flight from the conventional white suit. It is particu- 
larly attractive because it has that casual and not 
“‘dressed-up” look, especially when worn with a 
sweater or with a scarf about the neck. It is very 
interesting to us because the shoes worn with it are 
pretty much the white types that we used to mean 
when we first started talking about sports shoes. 
Plain white sports bals over good round sports lasts, 
with red rubber soles are very much in evidence. 

[TURN TO PAGE 52, PLEASE] 








Will a Renaissance in Whites be Born of the 
Resort Fashion, Dark Slacks with White 
Coats and White Shoes? 
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CATERS TO THE SERVICE MEN 


The masculine atmosphere of the Shoe Den 





’s shoe $ 7 ‘ - 
tote: Ee to en @ aeaty mews Werner’s Shoe Den in San Francisco Has Built Up a 


business. 


Steady Business on Service Shoes by Special Promotions 


TAKING a personal interest in the shoe needs of 
army and navy men and cadets, catering to their needs, 
running friendly advertisements in navy journals when 
the fleet is due in town, encouraging them to make 
Werner’s Shoe Den their footwear headquarters, has 
resulted in these classes of men, who know and appre- 
ciate good shoes, becoming steady customers of this 
San Francisco store’s men’s department. 

This is just one of the methods used by Werner’s to 
build up their men’s department, which specializes in 
quality shoes and is based on exclusive lines. The aim 
is to develop a steady, repeat clientele. A file is kept 
of all actual customers’ names and addresses, together 
with complete record of the type of shoe needed, size. 
price, remarks of salesmen and any pertinent data 
which will help the store to make a steady and con- 


Directed Toward the Service Man 


tented customer. These lists are, when practicable, 
segregated as to class or kind of customer. For instance, 
a specialized army list is kept of officers with head- 
quarters at the Presidio army post. Werner’s has a 
considerable list of army officers in its clientele, as well 
as officers in the navy. 

The weeks before the Christmas holidays are not 
especially good ones for selling men’s shoes. Never- 
theless, by addressing special messages to its list of 
Presidio army officers, to reach them on the first of 
December, which is pay day, Werner’s brought in a 
lot of extra business. It is well known that army men 
spend their pay as soon as they get it. By timing the 
arrival of the letters with this in mind, Werner’s got 
good results and boosted business in an otherwise slack 
period. [TURN TO PACE 8], PLEASE] 











4943 -- 1938 


The Juvenile Shoe Corporation of America +¢ Central Terminal Building 
710 North Twelfth Boulevard + Saint Louis, Missouri 


E look Back in appreciation of 
the patronage of merchants who believe, as 
we do, in the Juvenile Golden Rule Code, .... 


And, we look Forward to further service in 
supplying excellent footwear values under 
the banner of shoe names* that ‘click’, with 
profit to you, the merchant! 


*LAZY BONES e ROUGHIES e DUDE RANCH CAMP MOCS 
THE CLINIC SHOE e@ NATIONAL PARK SPORT WALKS 
FOOTOGS e@ KEWPIE TWINS 
All are Reg. U. 8. Trade Marks 


Our Catalog—The Juven-album, will be sent on request. 
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HE TICKET 


JAUNEDY {Oy a0a td 
ora 


SPRING 
and 
EASTER 










Appropriate lily design on 
background of shell pink, 
deep lavender and yellow. 
Ticket in harmonizing shades. 














CARD HOLDERS 


Two styles available: Natural 
wood finish as_ illustrated 
above; or oval base-burnished 
gold—three color trim. These 
modernistic holders take any 
size card, and harmonize with 
the finest window display fix- 
tures. 


Supplied with annual services. 
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Everyone Passing 


is a Possible Prospect 
SELL THEM 


1938 


DISPLAY CARD SAMPLES, HARMONIZING TICKETS 
and SELLING MESSAGES SENT ON REQUEST 


14 snappy and informative selling messages 
each month for men's, women's, children's shoes, 
women's hosiery, store service, fitting, quality, styles. 
Single cards, 60c each—without text, 35c¢ each 
(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 


ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of in-stock 


tickets available. 


WITHOUT STORE NAME: 6 dozen, $!.10——12 dozen, $2.00 


WITH STORE NAME: 


100 tickets, $3.00—200, 


$5.00 


CHECK WITH ORDER, PLEASE, UNLESS C.O.D. PREFERRED 


MERCHANDISING AIDS 


Pouy Cup 
for Price Tickets 





Natural View 
SHOE HOLDER 





Polly Clips 
For Price Tickets—Adijustable 
—Tilt at any angle. 
Ve MOON coco Nees $2.25 
NN Sie oL gees So $4.00 


Recorder Stock Record 
Tickets 
for shoe cartons. Cyclone clips 
included. 


<P OIN Ea era $1.25 
MSEC SATE MANRIAI 


Polly Shoe Holder 


To display arch, branded, and 
fibre-sole shoes. Always re- 
mains in upright position. 

MN iets s 855. $1.65 
E.R eta gan $3.00 
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FEATURE POINTERS 


precisely point out in-built values. These: 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling 
phrases, or blanks. 























(Cross out 


12 dozen (printed or blank) .... $2.00 
6 dozen (printed or blank) .... 1.10 
| dozen (printed or blank) .... 0.25 


eee cecesoces op eacecosccesesse 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD $$: 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an : 
average size town, suburb or city shopping center. 





STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
cards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


lines not carried.) We wish IMPRINTED TICKETS @ 35¢ per fifty, in following 


quantities and denominations: 


SORE NN —SSE>"7"HE™E™E™]|°=EE|SSSSSSSS==-—-_== 


OWN ER Ss 
See ESS ees 


We sell Men’s, Women’s, Children’s Shoes and Women’s Hosiery. 


QD ELE )=6—STATE 


IMPRINTED PRICE TICKETS with prices as wanted, to assure well blended 
trim, are 35¢ per fifty, additional. 






































FOR ANNUAL SHOW CARD SERVICE 


DOE NADNAW ees st Onur 

=o: xen eo & coors 

SERVICE | MONTHLY CARDS BLANK Bet ge bee e ase 
HOLDERS | TICKETS HSRernGgrEL OS PE 

ese" 2 Ge sckeok 

No. | $5.00 12 6 100 eo sas ese Sssesee s 

eee. 5 o%S%o0=2 oo 

3 oSrw deg 3s 

eo~~$S$eoceESSS8c ke 

° ‘e sess 2 

No. 2 4.00 8 4 100 Sehesorstaxrs* ose 

: £°2 >B8e5-5 acrtos 

3 ‘ 8. Ses ate tgess 

°. .00 6 2 50 ‘ o>: 225-8, § 03% 
s , oe re) £ 

= ar) -- S23 EF @ 

we 5 oe ~2+53° - 

No. 4 2.25 4 2 50 5: : 82582 82.863 
Use SSSESHS5BaSS 














? FOR ITSELF +: IN Gon 6 show 
(A INCREASED BUSINESS wy Jeep 
MW Cl q on fff A Coan 
/) Lh (orf OW, 209 S:STATE ST; CHICAGO-ILL: 


Zz Cheek, with order, please, unless C.0.D. 



































and green. of green. and burnt orange. yellow. 


6 2 ae. eS OE Se we 
O -icssesss ges 
: "he Bee ,* .9 
: SaetPSress:*s 
‘ Bes ac 4 £ oe: § 
e SER 00 Se SEES 
? : sS8e55::6 .7 4S 
: o let Lao Te 2. 
: a 9 age fice ee a 
Yir1tttee - ss — Sa::8 :% F > 
‘ ceoeoee-: : . foe 
‘ °o ma - - £ . . 
‘ © a2 . ae oe Cw 
L ; @:>+e6 ‘'3e a 
es geGesz-28 :58 
“Z": Beige board. “J”: .White board.“U”’;: White board: “K”: White board. j ¢ © aS Oe eg 2 5 x 
Design in orange Design in two shades Design in sea green Design in blue and : U) aicte EsE52:86 
: 
‘ 
iJ 
' 
' 


SIZE: 1/2” x 234”—Prices on opposite page. 














““FEATURE’’ SHOES 
FOR WOMEN 








EASTWOOD 
PATTERN 
7109 Red Bark 
with Cubana Calf 
7110 Marine and 
Powder Blue 
7TIOS White Cab- 


retta. Sizes to 9 





VENUS PATTERN 
ren ee ee 
White Buffed 
7131 
White with Tan 
7155 
Bombay Tan 
Sizes to 9 


Heel Latele Shuaed 


Thirty-six captivating styles, a proven sclling 


feature that locks the heel in place, nationally 


advertised and retail profitably at $5.50. 
Worthy of vour investigation. 











| 
| 
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FILL EVERY DEMAND 





WITH 
STAR BRAND SHOES 


For Men, Women and Children... for 
every age and every consumer group 
there’s a Star Brand Shoe to lead you 


_ to profitable merchandising. 


Answer the demand for quality, popu- 
lar price, style, comfort or stability 
with a Star Brand line built to definite 
quality standards to assure repeat 
business. 


RAPID IN-STOCK 
SERVICE ON MORE 
THAN 1000 STYLES 


Operate on a minimum stock... speed 
up turn-over... keep down odds and 
ends with Star Brand In-Stock Service. 


ste STAR BRANDS 
first! 











© comms. JOHNSON @ RAND 


rnational S 


ST. LOUIS, MO. 
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ADS DISCLOSE INTERESTING 





i il ee 


An interesting advertisement by Saks Fifth Avenue featuring a striking 

group of shoes, which this famous fashion house is promoting under the 

name of “Lifts,” for which U.S. registration has been applied. At the 

recent Middle Atlantic convention, the “wedge” sole treatment was hailed 
as a “prophetic” development in shoe styles. 


ASIDE from its interest as an indi- 
cator of current trends in shoe 
promotion, retail shoe advertising 
at this particular season of the 
year is significant because it affords 
a first glimpse of the styles to be 
featured by important stores in va- 
rious cities as fashion leaders for 
Spring. Newspapers in the past 
week or ten days have carried a 
varied assortment of ads of this 
type, and retailers everywhere find 
them of interest because they show 
the styles and types of shoes which 
other retail concerns, recognized for 
their keen style sense, are ready to 
sponsor and to back with real 
money as contestants in the field 
of fashion. 

Let’s take a look at some of the 
interesting ads and significant styles 
which retailers of fashionable foot- 
wear have featured in the past week 
or two. The Saks Fifth Avenue 
advertisement reproduced on this 
page, for example, shows a line of 
shoes which this famous house of 
fashion is merchandising under the 
trade name “Lifts,” on which ap- 
plication has been made for regis- 
tration, a shoe which exemplifies 


a radical development in sole treat- 
ment. This treatment of the sole, 
generally known in the trade as 
the “wedge,” was hailed at the 
recent convention of the Middle 
Atlantic Shoe Retailers Association 
in Philadelphia as a “prophetic” 
development and one that is worthy 
of careful watching. 

Elastic materials and treatments 
of various kinds, including “Las- 
tex” shoes and also the extensive 
use of goring in a variety of ways 
on leather footwear, is another in- 
teresting and important develop- 
ment, judging from quite a num- 
ber of the current ads. “Zephyr 
III” is the name applied to I. Mil- 
ler’s new “lighter than air” all- 
Lastex shoe. “Lastex for news,” 
said the ad, “sleek crisp lines for 
silhouette . . . featherweight suede 
for lightness. No fastenings at all. 
Net result . . . Zephyr III, and I. 
Miller shoemaking triumph that 
makes you forget you have a shoe 
on your foot . . . that makes you 
feel you're walking on air. In 
Parisand, Paribleu or black suede, 
this shoe is advertised at $14.75. 

Macy’s, on the other hand, fea- 


TRENDS 
IN 
SPRING 
SHOES 


And Reflect the Most Recent 


Developments in Footwear 


Promotion 


tures gored models, including the 
new concealed “sleeve gore” pat- 
terns, and says of them, in an ad- 
vertisement announcing “a com- 
manding collection of new Spring 
shoes” in its fine shoe department: 
“Here’s a liberal education. The 
new shoes are delicately fashioned, 
designed to sheathe your foot 
slickly without benefit of ties, 
buckles or bows. The spotlight is 
on your instep. That’s how two 
new silhouettes were born: ‘One- 
Sided’ (asymmetrical to you) and 
‘Swallow’ (Macy’s shoe with the 
deep-throated V-line winging up 
and out). Heels are new-looking 
too; there are such things as 
grooved and Tempo heels. Spring, 
1938, will walk in patent, also in 
calfskin, suede, colored alligator 
and natural pigskin. Her colors are 
black and navy, her new favorites 
nasturtium and roseberry. Having 
made a coup d’etat last Fall, the 
Opera promises to have the fash- 
ion throne by April.” 

To make this same advertisement 
specially convincing Macy’s adds: 
“Specific information for Macy 
shoe hounds. Our assortments of 
fine shoes are larger than ever, 
even in sides 914 and 10. We have 
the same lasts you bought last year. 
The same salesman will be glad to 
see you again. Our spectacular 
price policy of 1937 remains un- 

[TURN TO PAGE 48, PLEASE] 








S17. LOUIS, MO. 
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rin and] year out profits, 


mee rely on Tangos for greater ba 
Tangos ar nationally ee: in Voj ue, Harper s Baraat 


TANGO HIGH HEEL 
2216—Black Patent $3.50 
4216—Brown Patent 3,50 
1316—White Kid . . 3.75 
2316—Black Kid . . 3.75 
3316—Blue Kid . . . 3.75 
4316—Brown Kid . . 3.75 
2416—Black Suede . rh 
3416—Blue Suede . . 3.75 
4416—Brown Suede . 3.75 
208 Last 1 # 
20/8 Boulevard Heel’. 


TANGO SIZES AND WIDTHS 
AAAAA...6to1@ AA..... 4 to 10 
ARRR 6c TOU «Met tetas 4 to 10 
AAA. ... 440010 B.....- 1% to 10 
C... 3 t0 10 in 2216 and 2226 only 













TANGO LOW HEEL 
2226—Black Patent $3.50 
117 Last 
17/8 Boulevard Heel 


22 SOUTH SARAH STREET © ST. LOUIS, MO. 

















1 THE Spring buying 
season is here. Start 
things off with a mailing 
today, to your customer 
list. Use a broadside or 
folder, illustrating some of 
your Spring footwear 
styles. Accompany this with 
a letter, emphasizing low 
prices and inviting your 
trade to come into the 
store and see the new 
styles. 


ARE your window dis- 

plays SELLING dis- 
plays? Many of the people 
who pass your store these 
Spring days never see your 
advertising. They need new 
footwear and the store 
whose windows do the best 
job of selling is the store 
that gets their business. 
Put price cards on every 
item displayed. 


AFTER you have fin- 

ished checking your 
stocks today give some 
study to your hosiery lines. 
You should now be able to 
tell from the results of the 
last two or three weeks, 
just which colors are going 
to be big, and just which 
ones you might as well 
eliminate. Beware of size 
“outs” on popular shades. 


THE 
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RETAIL CALENDAR 


Good Shoes Deserve Good Sales Promotion 


YOUR weekly check 

of stock takes on a 
new importance as_ the 
mass buying season be- 
gins. The results of today’s 
check will tell you which 
early season styles to re- 
order, and which ones to 
close out. It will tell you 
which sizes to reorder at 
once and it will indicate 
which price ranges are 
going to be most popular. 





10 IS your ad service 

supplying you with 
plenty of good illustrations 
for your newspaper adver- 
tising? If not, you had 
better look over the one 
maintained by your local 
newspaper and select any 
illustrations you may want 
to use. Do you have an 
efficient file so that you 
—_ find what you want in 
t 


] 4. REARRANGE your 

window displays 
again today. And your 
schedule should call for a 
good window of either 
men’s footwear or chil- 
dren’s, in addition to your 
women’s styles. Change all 
your window display cards 
too. It’s remarkable how 
a few new cards can liven 
up a display and make it 


more interesting. 


3 IS your store “dressed 

up” for Spring? Have 
you put in your Spring 
window backgrounds and 
your Spring interior trim? 
Are all window cards and 
price cards clean and new? 
The store whose appear- 
ance is fresh and inviting 
will do more business than 
the one that looks just as 
it did all winter. 


7 YOUR window trim- 
ming schedule should 
call for a complete change 
today, and with so many 
new styles in stock it 
should not be difficult to 
arrange completely new 
and different displays. Do 
not crowd your windows. 
A few styles well displayed 
will be much more ef- 
fective than a_ cluttered 
showing. 


ll PREPARE another 
interesting newspa- 
per ad for today, that will 
“bring ’em in’ tomorrow. 
Feature women’s footwear, 
of course, and silk hosiery. 
But in addition, give some 
space to your children’s 
line. If you have one price 
line that is very popular 
play it up. Price is im- 
portant these days. 


l 5 HOW about another 

mailing to your cus- 
tomer list today? Wouldn’t 
this be a good time for a 
letter or mailing card 
calling attention to chil- 
dren’s shoes? Do you have 
a list of children’s names? 
If so, address the mailing 
to them instead of par- 
ents, and feature an inex- 
pensive “give-away” with 


each purchase. 


4, YOUR Spring advertis- 

ing should be just as 
new and inviting as the 
appearance of your store. 
In preparing today’s ad for 
Saturday selling, which 
will of course be a Spring 
styles ad, make it just as 
interesting and attractive 
as you possibly can. Be 
sparing of copy. Use plenty 
of white space. 


ONCE A WEEK is 

not too often to send 
out a mailing during the 
busy selling season. And 
these mailings need not be 
expensive. Today, for in- 
stance, you might send out 
a government postal, illus- 
trating just one of your 
smart new women’s styles 
and emphasizing the values 
- that particular price 

ne. 


1 9 THE busy season is 

a poor time to sacri- 
fice profit by cutting 
prices, but if your Wed- 
nesday stock check turned 
up any odd lots that you 
want to close out, Satur- 
day is the day to mark 
them down a little and 
feature them as window 
leaders. Have salespeople 
mention hosiery to every 
customer today. 


16 CHECK your stocks 
again today. Then 
get out your weekly stock 

eck figures for the last 
six months and figure out 
exactly what per cent of 
your sales comes from 
each price line you stock. 

e results may surprise 
you! You may find it hard 
to justify some of your 
price lines considering 
sales. 
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] ST. PATRICK’S 

DAY. An appropriate 
window display will get 
some attention. And free 
shamrocks for the lapels of 
your customers will be an 
inexpensive gesture that 
will create a lot of good 
will. It is these little un- 
usual things that will 
make folks remember you 
when they want to buy 
new shoes. 


21 IF you rearranged 

your window displays 
last week they should be 
completely changed today. 
If passersby see the same 
things in the same loca- 
tion in your windows sev- 
eral times they are quite 
apt to pass by without 
looking the next time! If 
there’s always something 
new they will stop to look 
and buy! 


2 5 THE last Saturday 

in March should be 
a good one, and that calls 
for a GOOD ad in today’s 
newspaper. Concentrate on 
women’s style footwear, 
and preferably on one 
price line—your best sell- 
ing one. Don’t try to 
mention all your lines or 
you'll merely succeed in 
having an uninteresting ad. 


2 IF you are planning 

on a mailing this 
week, and it would cer- 
tainly be timely, the thing 
to emphasize is the ap- 
proach of Easter and the 
necessity for smart new 
footwear for that day. The 
next three weeks should be 
big selling weeks, and this 
would justify a big folder 
or broadside mailing now. 
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MARCH 











A Working Schedule for Busy Merchants 


| WHY not have two 

ads today, for Satur- 
day business? Have a 
women’s style ad to appear 
in your usual position in 
the paper, and in addition 
to this prepare an ad on 
new footwear for men and 
ask your paper to place it 
on the sporting news page 
where men will be sure to 
see it. 


22. HAVE you made a 
mailing featuring 
men’s footwear this 
Spring? Then why not do 
it today? Illustrate two or 
three of ‘your best styles. 
Place emphasis on your 
prices and values. And 
don’t be too wordy. A 
brief snappy message will 
be far more effective than 
a lot of words. Mention 
hose too. 





2 A WINDOW special 

or two will help to- 
day’s business, And if you 
followed the _ suggestion 
above and devoted your en- 
tire ad to your best selling 
price line be sure to follow 
this up with a big window 
featuring this same price. 
Have salespeople make a 
special effort today to sell 
hosiery. 


3 AFTER you _ have 

made your check of 
stocks today you will want 
to send out fill-in orders 
for the Easter selling sea- 
son. Remember that busi- 
ness should be better dur- 
ing the next three weeks, 
and order accordingly. You 
cannot afford to have a 
single “out” during the 
peak of your Spring selling 
season. 





19 AS a follow-up on 
your men’s footwear 
ad in yesterday’s paper 
why not instruct all sales- 
people to call the attention 
of women customers to 
the good values you are 
offering in men’s shoes? 
This costs nothing but a 
little effort and some of 
the women are sure to 
pass the message on to 
men at home. 





23 THE day for the 
weekly check of 
stocks. And have you re- 
alized that in addition to 
giving you better control, 
and holding down your in- 
vestment, the weekly check 
keeps your stock in much 
better order? Stock gets 
out of place on busy days 
and this once a week check 
helps keep it straight and 
orderly. 








31 ARE your plans 
made for the busy 
April days ahead? You 
should have a schedule of 
just when you will change 
window trims, and just 
what will go in each win- 
dow. You should have an 
advertising program tell- 
ing when you are going to 
advertise. Do your plan- 
ning now, so you can SELL 
in April. 






















































































94. THIS might be a 
good day to sit down 
and reflect on what un- 
usual things you might do 
to get extra volume. For 
instance, do you go after 
institutional business? Do 
you go after golf footwear 
business? Are there any 
sidelines, such as women’s 
handbags that you might 
justifiably add to your 
stock? 


9 CHANGE all your 

windows today. Fea- 
ture your newest styles, 
change all your display 
ecards and possibly your 
background panels. Let 
the theme of your dis- 
plays be “Three Weeks 
Until Easter.”” What can 
you do inside the store to 
freshen up the appearance 
for the coming Easter sell- 
ing season? 
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“OUT OF RECESSION BY FALL” 





ERNEST A. BEAUMONT 


President of New York State Shoe Retail- 
ers Association sees need of harmoni- 
ous co-operation among trade groups. 


Syracuse, N. Y.— Feeling the “zero hour” in retail- 
ing has been reached, a noticeable spirit of optimism 
for sale of Spring shoes pervaded the Mid-Winter meet- 
ing of the New York State Shoe Retailers Association 
directors, Monday, Feb. 21, in Hotel Syracuse. 

Cognizant of the current “recession,” the board in- 
vited manufacturers, shoe executives and salesmen, as 
well as the association membership, to “sit-in” on an 
open forum in an effort to find the answer to the prob- 
lems facing the shoe retailers today. 

One of the highlights of the parley was an announce- 
ment by Ernest A. Beaumont of Albany, president, that 
the date for the 1938 state convention has been shifted 
to a week later than first planned. 

The new dates are Sept. 18, 19 and 20, with Syracuse 
as the host city and the Onondaga Hotel convention 
headquarters. The change was necessitated, Beaumont 
explained to a Boot AND SHOE RECORDER representa- 
tive, because of a misunderstanding, the convention hav- 
ing originally been slated for Sept. 11, 12 and 13. 

Before swinging into its four-hour luncheon-forum, 
the board elected M. A. Mittleman, of Detroit and 
Rochester, a past president of the National Shoe Re- 


Optimistic Forecast Made at New York 

State Shoe Retailers Meeting by R. S. Cook 

of Nettleton Company — “Biggest Sport 

Shoe Season Ever Seen” Predicted by Otis 

Brannock—Guy Manley, of E. P. Reed & 

Co., Stresses Need of Careful Merchandis- 
ing with Due Regard for Staples. 


lailers Association, to be a director, replacing Fred H. 
Bresee of Oneonta, resigned. 

In welcoming the guests, the association’s president 
asserted that now is the time “when all shoe men must 
work in harmony for the best interests of all.” 

Terming the word “recession” as a “high-grade name 
for depression,” William Pidgeon of Rochester, who 
conducted the forum, said: “We know something has 
happened. What is the answer? How long will it last? 
What is the safe thing to do?” 

The brightest picture for the near future was that 
painted by R. S. Cook of the A. E. Nettleton Company, 
Syracuse manufacturers, when he expressed a_ belief 
“business will be better by Spring and will be out of 
the recession by Fall.” 

Many and varied were the opinions voiced, but styles 
seemed to be a pertinent subject, with sale of women’s 
shoes figuring most prominently in the discussion in 
which a large share of the 75 men, representing many 
New York state cities and communities, participated. 

“The biggest season ever seen” for sports shoes was 
forecast by Otis C. Brannock of Park-Brannock, Syra- 
cuse, who declared patent leathers are definitely “in 
the picture but only in certain styles” and browns will 
be “livelier than most believe.” 

“Don’t be afraid of gabardines, for women like them. 
They feel good, wear well and no other combination 
with leather has such an appeal,” he said. 

[TURN TO PAGE 80, PLEASE] 
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VEW DISTINCTION FOR TIE FIVEST SHOES- 


FIVE-STAR-FEATURES! 


% Assembled on wood 
core base, which elimi- 
nates necessity of 
cementing — makes 
tighter union — pre- 
vents spreading. 


*% Easily applied— 
looks like part of the 
shoe. 


* Distinctive design 
eliminates need of left- 
and-right application. 


* Non-skid. 
* High-grade both in 


quality and appear- 
ance. 


(TS 


ENGLISH CUSTOM HEEL 


© Only a few months ago, this new English 


Custom Heel by Goodyear made its bow 
to shoedom © Yet many manufacturers 
have already adopted it for their finest 
shoes © They know that the added dis- 


tinction of this aristocrat of heels makes 


your sales job easier! 


THE GREATEST NAME 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 





. 
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DRASTIC CHAIN STORE TAXATION 





REP. WRIGHT PATMAN 


W ASHINGTON—A bill frankly described by spon- 
sors as designed to “tax the chain store out of existence” 
has been introduced in the House by Congressman 
Patman, co-author of the Robinson-Patman Act and 
other bills written in defense of the independent re- 
tailer. 

Names of 75 co-sponsors were attached to the mea- 
sure and Patman claimed more than 150 votes, insisting 
that no special attempt had been made to muster sup- 
port for the anti-chain store bill. 

On chains numbering between 9 and 15 stores, the 
proposed law would impose a tax of $50 a store; chains 
of 15 to 25 stores, $100 a store; 25 to 50 stores, $200 
a store; 50 to 75 stores, $250 a store; and so on up 
to chains numbering more than 500 stores which 
would be taxed $1,000 a store. Chains operating in 
more than one state would pay an additional tax 
computed by multiplying the tax by the number of 
states in which it operates. 

Exempted from the tax would be chains of 9 stores 
or less; companies with a gross annual business not 
exceeding $250,000; filling station chains which do not 
carry automobile tubes and tires; and cooperatives 
consisting of individually owned stores. 

On this basis, some of the largest chains would be 
taxed $49,000 a store for outlets in excess of 500, 


PROPOSED IN 
PATMAN BILL 


Measure Introduced in House Is F rankly 
Designed to “Tax the Chain Store Out of Exist- 
ence,” Proponents Declare—Would Cost Mel- 
ville Shoe Corporation Nearly $19,000,000, 
Ward Melville Estimates, and Destroy 24 Per 
Cent of All Retail Distribution—Bill Not Ex- 


pected to Progress Far at This Session, However 


amounting to $600,000,000 annually for the largest 
chain in the country. 

Like the Robinson-Patman anti-price discrimination 
bill and the Tydings resale price maintenance rider, 
the Patman anti-chain store has the active support of 
the National Association of Retail Druggists and other 
groups of small independent retailers. 

There is little likelihood that the measure will get 
far this session although chain groups are reported to 
be genuinely disturbed over the implications occasioned 
by its introduction. They received it as an ominous 
warning that anti-chain sentiment in Congress is not 
waning and recalled that backers of the bill are the 
same group which put the Robinson-Patman and 
Tydings bills on the statute books, overcoming what 
appeared to be overwhelming odds. 

It is also understood that they view as dangerous 
any proposal which would focus Congressional attention 
on a new source of revenue at a time when the Federal 
Treasury sorely needs replenishing, irrespective of how 
ridiculously out of balance the proposal may be. 

Also bothersome to the chains, it was reported, was 
the taxation method embodied in the measure as the 
medium for killing the chain store when it had been 
generally anticipated that Patman would strike directly 

[TURN TO PAGE 52, PLEASE] 
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The WINTHROP SLACK... 


Right for everything that’s done outdoors...whether it’s 


walking, playing golf, cruising across campus or loafing 
in the back yard, the Winthrop Slack is the right shoe. 


IN-STOCK FOUR WAYS 





2919 As illustrated... Boarded 2924 Light Grey Grain and Dark 
Natural Saddle and British Elk, Grey Grain, Leather Sole and Heel, 
Crepe Sole and Heel, Ato D .. $3.25 AtoD ...e«« « «© «© « « « $3.25 
2920 Same in All White Elk... 3037 Same in Thrush Elk, except 
AteDBD . ~-c«ccccece co $3.28 not ventilated,AtoD ... $3.35 


WINTHROP SHOE COMPANY 


Division of International Shoe Co. 


ST. LOUIS - - MISSOURI 
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The sale is made, the cash register 
rings, more stock is turned over. 


The “Ill-take-this-pair” decision is 
made more often, if your fitters can 
point out that the shoes they are 
handling are bottomed with long 
wearing Rock Oak soles. 


Then too, there is complete cus- 
tomer satisfaction, which means 
profitable repeat business. Costly 
“returns” are minimized. 


Specify Rock Oak in your next 
order to your manufacturers. 


THE AMERICAN OAK LEATHER CO. 
CINCINNATI CHICAGO 
ST. LOUIS BOSTON 








a 
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N.S.R.A. Continues Analysis of 
Retail Operations 


THE National Shoe Retailers Association is again 
asking the cooperation: of shoe merchants everywhere 
in supplying facts, figures and information from 
which, with the cooperation of Dun & Bradstreet, Inc., 
it expects to obtain a statistical picture of the retail 
shoe business in 1937. Such a statistical analysis, in 
the opinion of the directors of the association, - will 
prove useful in answering many questions that retailers 
are constantly asking and in supplying data that is 
urgently needed for the intelligent and efficient oper- 
ation of retail shoe stores. 

It will be recalled that a year ago the association 
entered into an arrangement with Dun & Bradstreet by 
which the latter agreed to place its statistical staff at 
the disposal of N.S.R.A. in making a complete analysis 
of operating costs, merchandising practice and busi- 
ness experience in the retail shoe field. A question: 
naire was issued, and from figures and information 
supplied in strict confidence by retailers in various 
sections of the country, the analysis was made and 
published in pamphlet form early last Summer. The 
material covered a wide range of operating figures, 
ratios and merchandising experience and was consid- 
ered of such great value by the Board of Directors of 
the National Shoe Retailers Association that they voted 
to continue the work to include operating averages 
for 1937. 

Questionnaires for this year’s analysis of 1937 oper- 
ating figures have been mailed to all of the members 
of the N.S.R.A. and to a good sized group of retailers 
who are not members of the association. Other shoe 
retailers who are desirous of cooperating in the survey 
and thereby receiving without cost a copy of the com- 
pleted report should write Executive Vice-President 
L. E. Langston for a questionnaire, addressing their 
request in care of the National Shoe Retailers Asso- 
ciation Headquarters, 274 Madison Avenue, New York, 
N. Y. Every such request will receive prompt attention. 

Completed questionnaires should be mailed direct to 
Dun & Bradstreet, Inc., Retail and Statistical Division. 
290 Broadway, New York City, and all figures and 
information will be held in strict confidence. 

Vice-President Langston urges all shoe retailers to 
participate in this survey and to cooperate by writing 
for a questionnaire and sending their figures to Dun 
& Bradstreet as soon as possible. To make the analysis 
complete and accurate, reports from a good-sized cross 
section of the retail shoe business of the country are 
essential. The final analysis, when completed and pub- 
lished, will provide a measuring stick by which every 
retailer can check his operating costs and various items 
of expenditure to determine at what points he may be 
out of line with the general average. All of this in- 
formation, in convenient form, will come without cost 
to every merchant who fills out a questionnaire and 

[TURN TO PAGE 63, PLEASE] 
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ASK A DOZEN CUSTOMERS::: 


Would you prefer 
SCUFFLESS HEELS on 


your shoes? 








Of course they'll say "YES!" | so plan now 
to specify “PYRAHEEL’ 0” your next order 


Make this test on the next twelve women who come in your 
store. You'll find a unanimous preference for scuffless heels. 

Why not make this demand work for your profit? Shoes with 
heels covered with Du Pont “Pyraheel” plastic heel covering 
are bound to sell faster. 

“Pyraheel” is as smart-looking as your latest models. Kid, 
calf, reptile effects and others are available. The colors and 
grains are perfect, and heels match exactly. 


Ask your shoe manufacturer to send you 
samples, or write us. Doit now, because you'll 
want “Pyraheel”’ used on your next order. 


Ats.u. 5. pat. ort 









pwccgy “PYRAHEEL” SCUFFLESS HEELS 


E. |. DU PONT DE NEMOURS & CO. INC., PLASTICS DEPARTMENT, INDUSTRIAL DIVISION, ARLINGTON, NEW JERSEY 








| caueeey SM FARE UU, PLEASE ] 
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SHOES BY 


> Dalia 
— = 


ST. LOUIS 















No other leather does so much for the foot 
as Kidskin—in looks—in comfort. Yes, Kid 
flatters the foot and makes it look smaller. 
Kid is cool and comfortable and allows the 
foot to “breathe”. Women have always pre- 
ferred it and today are more aware of its 
advantages than ever before. You just can’t 


escape the demand for white kid shoes 








which will come with the season so near at 
hand. Kane, Dunham & Kraus are only one 
of a number of prominent manufacturers 
who will make their smartest shoes in Evans 
White Kid. In Feathernap Suede or Glazed 
it has the same true tone, natural beauty, and 


uniformity that are characteristic of all Evans 


Leathers. John R. Evans & Co., Camden, N. J. 





hkid- 


HE K ID With A DEFINITE SALES INFLUENCE 
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Ads Disclose Interesting Trends 


[CONTINUED FROM PAGE 36] 


changed. Our $7.44 shoes still compare 
favorably with some shoes for which 
you’ve paid $8.75 to $10.75. And our 
fine shoes at $10.44 with some shoes 
you’ve paid $12.50 to $14.75 for. If 
you are not already a Macy shoe hound, 
you will be. The superiority of the 
shoes—the congenial atmosphere of the 
new department—the low price—are 
—we’ve been told by more than 60,000 
trustworthy women—irresistible.” 
Turning to the men’s side of the 
story, O'Connor & Goldberg of Chicago, 





A Sensation 


IN O-G SHOES FOR MEN 








pated Paris. Four weeks ago we in- 
troduced blond calf, matched with spe- 
cially dyed hose, as the most important 
new shoe color for Spring. A bright, 
new neutral for string, navy, black. 
Developed now in fourteen styles, in 
three heel heights. Pictured are the 
inspired designs of our great bottier, 
Palter DeLiso.” 

Bloomingdale’s, in New York, fea- 
tures a group of attractive patterns on 
the Hatfield last, specially designed for 
beauty and fitting, in such colors as 


navy, black, brown, Coppertan, patent 
leather, calfskin, suede, gaberdine. “We 
present these first Hatfields as pace- 
setters,” says the advertisement, “crea- 
tors of a tradition that will be our 
pride to uphold. Designed by an artist 
who has set the important shoe fash- 


Introducing the 
0-6 RUN-A-ROUND 
OF GENUINE SKI LEATHER 
Here are shoes for men that accurately 
predict the new style! See them today! 
Sete SaSon = cane cna eanee tase 0 tas 
BLACK and BLACK SEAL © Sizes 5 to 13...and AA to E 
Obteinahle only in O-G STORES FOR MEN 


Sead ter mew cotelng of O-G Shows her Maw 


feature in an interesting advertise- 
ment the “O-G Runaround,” a men’s 
shoe version of the “mudguard” pat- 
tern with a strip of contrasting leather 
all around. This shoe comes in ski 
leather with imported crepe soles in 
such combinations of colors as grey and 


Med anders given prompt attention 


grey, brown and brown, beige and 
brown, grey and black seal and black 
and black seal. This firm is also fea- 
turing genuine imported pigskin in 
shoes for men. 

Out in Los Angeles, a most success- 
ful two weeks’ promotion of fine shoes 
was held early this month at the J. W. 
Robinson store in their third-floor shoe 
salon, where Dominic LaValle pre- 
sented his collection of hand-made foot- 
wear. The showing was given generous 
publicity in the store’s newspaper ad- 
vertising, which invited the public to 





An interesting new men’s style adver- 
tised by O'Connor & Goldberg, Chi- 
cago. Note how it introduces “mud- 
d” idea in contrasting leather. 


guar 





MACY'S SHOE CENTRE 


aR» 
** ts 


ions for years, they embody the ele- 
ments of beauty essential to the finest 
of shoes. Every pair is created, slowly, ° 
with the care that distinguishes true 
craftsmanship. The result is an 
achievement in chic, a marvel of fit, 
a thing of beauty. To the loveliest of 
women we offer the Hatfield Last, con- 
fident that it will complement their 
smartest costume, and create the ap- 
pearance of daintiness they look to in 
their shoes. Exclusive with Blooming- 
dale’s in Manhattan.” 

Delman, at Bergdorf Goodman, Fifth 


Avenue, features a suit pump in calf, 


attend this advance showing of signifi- Pas: " 
cant shoe fashions for Spring and . * trimmed with a leather bow and circled 
Summer. * 2 with two rows of raised cording. The 
Meanwhile, in Dallas, Texas, Krupp s ” advertisement cites this as a style 
* . selected “from a fine collection of hand- 


& Tuffly feature Laird-Schober shoes 
with special emphasis on the fact 
that Elsa Schiaparelli designed them. 
“Schiaparelli, fashion genius of the 
world,” says the advertisement, “adds 
her name and talent in design to that 
of Laird-Schober—world’s finest cus- 
tom shoemakers—to bring smart South 
Texas women, exclusively through 
Krupp & Tuffly’s, these Paris-inspired 
shoe fashions. There is a 


bad . 
-"teege®* 


MACY'S FINE SHOE DEPARTMENT 


announces a 


COMMANDING COLLECTION OF 


NEW SPRING SHOES 


Here’s a liberal edocation. The new shoes are delicately 


sewn pumps in a dozen materials— 
calf, patent, Summer-suede, kid, pig, 
and so on. And more colors than ever 
—navy, Spring-brown, Parma-violet 
and the shade that makes navy suits 
sing, pigeon-blood red.” 

These are but a few of the interest- 
ing fashion promotions launched in the 
last fortnight, and doubtless coming 
weeks will witness many more. 








original foot slickly without 
. your slickly wit 

sparkle—an unmistakable touch — to benefit of ten Dockes or Bowe ‘The apotigh is on 
your instep. That's how two new silhouettes were 


her models which lifts them head and 
shoulders above contemporary designs. olen 
For their new and different look—for 
their use of the finest of materials— 
for their artistic needlework—for their 
foot-flattery — you’ll love these new 
Schiaparelli- designed Laird - Schober 
‘first editions.’ See them this week— -— 
on our second floor!” 

Bonwit-Teller, Fifth Avenue, New 
York, features blonde calf in an inter- 
esting advertisement and confirms it as 


Elder & Johnston Remodeled 


DAYTON, OHIO—With the installation 
of air-conditioning on the second floor 
of Elder & Johnston Company a lead- 
ing Dayton department store, the la- 
dies’ shoe department will be included 
in the new system. This is part of the 
remodeling and expansion program be- 
ing carried on by the store. 

With the close of the company’s 





an authentic fashion development with 
the fact that Paris approves beige 
shoes. Says the ad: “Carmel Snow, 
editor of Harper’s Bazaar, broadcast- 
ing from Paris, cited beige as the color 
for shoes and stockings. Important 
again for the first time in years. What 
luck that, our prophetic ‘sense antici- 





Values from 8.75 t 10.73 


capath maapen 
Se cmp oe oe te 
trustworthy 


women—inagsisTiBiE! Macy's Fifth Flor. 


10.44 


Kalues from 1250 w 14.78 


7.44 








“Without benefit of ties, buckles or 
bows,” R. H. Macy & Co. advertise 


goring as a fashion feature. 


fiscal year on January 31, the shoe 
department finished with a satisfactory 
increase over the preceding fiscal pe- 
riod, according to Louis Miller, chief 
shoe buyer. There was a falling off 
experienced during the last two or 
three months, but January finished 
ahead of 1937, Mr. Miller pointed out. 
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Manoghl Y is und 


IN PRINCIPLE 


LITTLEWAY 
LOCKSTITCH : That is the outstanding 


er reason for the consistent 
increase in sales of Little- 
way Lockstitch Shoes — 
regular construction or 


Sbicca-Delmac. 


with G/C UNISHANK SBICCA-DELMAC 
. LOCKSTITCH PROCESS 


LITTLEWAY PROCESS COMPANY 


140 FEDERAL STREET. BOSTON, MASS. 

















SENO FO 
THIS BOO 


Pittsburgh Plate Glass Company, 2168a Grant Bldg., Pittsburgh, Pa. 
Please send me, without obligation, your book entitled “Producing 


Bigger Profits with Pittco Store Fronts.” 


Name 











| 


“Put up a Front” for Better Business! 


[ But be sure it’s a Pittco Front! ]— 





THEY SEE. THEY STOP. 
THEY BUY! When you 
have a Pittco Front on your 
shoe store like this one in 
Topeka, Kansas. And what 
a difference a Pittco Front 
makes in new business and 
increased profits. 





TTT TLL ULL 





T’S your store front’s job to bring 
customers inside .. . to buy. That 
is why it has to stand out from the 
others on your street—why it has to 
catch and hold the attention of the 
passersby—to decide for them that 
your store is where they want to shop. 
If your store front is a Pittco Front, 
you'll have a better chance than your 
competitor of getting the business. 
For a Pittco Front is modern and 
inviting. With a promise of quality 
merchandise, fine service and fair 
price, it boosts sales and builds busi- 
ness. Its surface of gleaming Carrara 
Structural Glass and metal go far 
toward making new customers and 
increasing profits. 





Your shoe store will sell itself on 
sight if you modernize with a Pittco 
Front. When remodeling, consult an 
architect to assure a well-planned, 
economical job. Our staff of experts 
will gladly cooperate with him in 
planning a Pittco Front to suit your 
needs. Meanwhile, send the coupon 
for our free book of facts, figures and 
photographs of Pittco installations 
everywhere. 

Be sure to see the Pittco Store 
Front Caravan, now on a nation-wide 





tour. Contact our local branch for 
specific information as to when it 
will visit your territory. 

PITTSBURGH TIME PAYMENT PLAN 


Take up to 2 years to pay for your 
new Pittco Front. Pay 20% down— 
the balance out of income. 


ITTCO 


Pl RE FRONTS 


[sat PITTS BURGH. Hifrys 


PLATE GLASS COMPANY @ 
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Top Season in Whites and Combinations 
































































Taylor. 


sole 
an interesting Norwegian pattern . 


[CONTINUED FROM PAGE 23] 


And they are very smart when worn 
with dark brown, blue or green slacks. 
Certainly this fashion will have some 
decided influence on white sales this 
Summer, particularly if the volume is 
swinging to combinations. White will 
have some renaissance in the grades. 
It was almost a rule that where the 
Norwegian shoe was not worn, some 
sort of traditional all-white shoe was 
in evidence. 

Patterns in white are more conserva: 
tive, especially for the extreme novel- 
ties which.somehow seem to flourish in 
this category. Brogues are more im- 
portant, particularly with red rubber 
and crepe soles. The all-white full 
brogue with crepe rubber sole and 
spring heel is a universal favorite. 
Leather soles are seen in lighter and 
more custom types. Ventilated shoes 
find best expression in white, particu- 
larly in smooth, white calf and elk 
types. These shoes depend chiefly on 
the ventilations for their design and in 
whites are usually very plain. 

White buck, white kid suede, wash- 
able calf, pig and pig grains and elk 
types are among the most favored 
leathers. To the question of volume in 
whites, the answer is a difficult one. 
Certainly white was as important in 
the South this year as it was last, and 
certainly the buying of the divisional 
shoes indicates but slight defection in 
the retailer’s confidence in white. 





Brownbilt Store Moves 


ALBUQUERQUE, N. M.—The Brown- 
bilt Shoe Store, recently bought by 
Hunter H. Hale, is now in its new 
location at 109 S. Fifth Street. The 
store held open house February 7 in 
its new location. 


An interesting group of sturdier type shoes for country wear. From left to right 
they are: A wing tipped pattern in pigskin with heavy crepe rubber sole by E. E. 
A vegetable tanned leather ghillie adaptation of the Norwegian pattern 

A Crosby Square shoe from Walter Booth. A luggage color five eyelet blucher with 
heavy crepe rubber sole on the Norwegian pattern ... A 
Shoe Corporation. A four eyelet raglan blucher in oil-treated leather and crepe rubber 
.. . An Edgerton shoe from Nunn-Bush. A two-tone tan elkskin model featuring 


eee 


Jarman shoe from General 


. From Freeman Shoe Corporation. 


[CONTINUED FROM PAGE 22] 


and used with a wing tip to become a 
new brogue pattern. 

From last, pattern and construction 
standpoints, this year’s trimmed shoes 
are heavier than they have been in past 
years. More sturdy-looking shoes are 
secured by the use of more and darker 
trims and heavier welts and the use 
of broader and fuller lasts, the real 
“brogue” wood. 

There is an increased interest in 
blucher patterns in combination shoes, 
both in custom wood and in the in- 
creasingly popular Walled Norwegian 
lasts. Patterns in these bluchers call 
for plain detailing in two and three 
eyelet models and more elaborate trims 
with emphasis on medallion perforated 
square tips and the usual quarter and 
lacestay foxings in five and six eyelet 
patterns. For the most part, these 
white and color combinations maintain 
the traditional leather sole, though the 
trend toward bolder detailing has 
brought some interest in darker crepe 
rubber soles. Rubber and composition 
soles maintain their importance in two- 
tone shoes, other than white and color 
combinations. 


Drastic Chain Taxation 
[CONTINUED FROM PAGE 42] 


by banning chain operations in more 
than one state. Chain groups were be- 
lieved to have been thrown for a loss 
by this maneuver insofar as raising 
constitutional objections are concerned. 

That there nevertheless will be the 
constitutionality question raised was in- 
dicated in the bill itself. Two separa- 
bility clauses are written into the 
draft; one provides that the base tax 


1938 


rate would still hold even if the multi- 
plied tax clause were held unconstitu- 
tional (Patman concedes there is “that 
possibility—not probability”); the 
other is a general separability clause 
in the event other individual provisions 
are held invalid. 

Opponents point out in that connec- 
tion that the multiplied tax section, 
among others, is of doubtful constitu- 
tionality and cite the 6-3 Supreme 
Court decision in which a graduated 
chain store tax imposing a higher tax 
upon chains operating in more than 
one county was held to be unreasonable, 
arbitrary and in violation of the guar- 
antees of the Fourteenth Amendment. 
(Louis K. Liggett Co. v. Lee, U. S. 
517). 

Opposition forces also say the latest 
_Patman bill is the result cf disappoint- 
ment on the part of independent re- 
tailers with both the anti-price dis- 
crimination law and the resale price 
maintenance act. 

Congressman Patman described the 
measure as one to “regulate selfishness 
and prevent greed” and a bill that takes 
into consideration the fact that small 
chains operating locally assume and 
pay a much larger tax burden locally 
and in the State than the national cor- 
porate chains pay. He advanced that 
as the reason for exempting groups 
with only a small number of units. 

The Texan promised that the chances 
for obtaining loans for small businesses 
—a problem which was shown to be 
uppermost in the minds of small busi- 
ness men at the recent Washington 
conference—would be materially im- 
proved after enactment of his anti- 
chain store bill since “practically all 
small businesses desiring loans and 
worthy of loans can now obtain them 
locally if proper assurance is given that 
their businesses will not be unmerci- 
fully destroyed overnight by absentee 
ownership.” 

As a means of protecting stock- 
holders and cushioning the shock of 
liquidating units becoming unprofitable 
under the tax system imposed, Patman 
would levy a rate of 50 per cent of the 
graduated rate for the first year, and 
75 per cent the second year. In addi- 
tion, only one-fourth of 1 per cent of 
the multiplied tax rate for stores in 
more than one state would be due the 
first year, and one-half of 1 per cent 
due the second year. 

“If 100 corporations owned the same 
number of retail outlets that one cor- 
poration now owns,” Patman told the 
House of Representatives when he in- 
troduced the bill, “all the retail stores 
in America from peanut stands to auto- 
mobiles would be owned by these 190 
corporations operating from Wall 
Street.” 

The maximum tax rate of $1,000 per 
store proposed by Patman exceeds by 
$250 the maximum rate imposed by any 
state law. Patman’s own state of Texas 
levies a $750 tax per store and other 
states tax chains at a rate ranging 

[TURN TO PAGE 88, PLEASE] 








WANT GOOD LOOKS 


and good wear, without extravagance, in 


my shoes. My dealer tells me that North- 
western Leathers offer the finest combina- 
tion of these values. So if you want to 
please me, 


USE 
NORTHWESTERN 
LEATHERS 


NORTH 
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MERCHANDISE SOURCES 


WHITES AND COMBINATIONS 
SEE PAGES 22-23 


White buck and tan calf combination in a medallion 
perforated wing tip brogue, with intricate lacestay 
detail. A Jarman shoe, from General Shoe Corp. 


Combination of white buck and tan calf to make a 
perforated model on a Plateau last. From W. L. 
Douglas. 


White buck combined with gray elk in an interest- 
ing ventilated shoe. From Walter Booth. 


White buck with tan calf wing tip, and a novel 
quarter overlay makes an interesting combination. 


From Freeman Shoe Corp. 


This time it’s a blucher. White buck combined 
with black calf, the trimming being a medallion 
square tip, and overlay on the lacestay and quarter. 


A Walk-Over shoe, from Geo. E. Keith. 


The Plateau last again, this time in a heavily de- 
tailed five eyelet blucher combining white buck and 
wine colored calf. From Hanan & Son. 


The saddle shoe adopted to a brogue pattern. Ten 
calf combination with white buck in this new and 
interesting model. From Stacy-Adams Co. 


White kidskin carefully detailed with a fine tan 
stitch in this Sherbrooke shoe, from Brown 


Shoe Co. 


Winthrop’s Slack model shoe in white elk adapted 


for a ventilated Summer shoe. 


A white crepe rubber soled elk shoe in a full 
brogue pattern. From Endicott-Johnson. 


Florsheim shoes this classic full brogue in genuine 
white buck with flat and heavy crepe rubber sole. 


A brogue oxford in white washable pigskin with 


an interesting overlay on the lacestay and quarter. 
From Nunn-Bush. 


A genuine white pigskin seen in a custom brogue, 
with full leather sole and heel. From Nunn-Bush. 


Here’s the classic white buck Summer shoe with 
white composition sole and Spring heel. It makes 
an idea) tennis shoe, From Winthrop Shoe Co. 


Walk-Over classic perforated shoe, the Cabana, 
shown in white washable calf. The perforations 
are the complete detailing of the shoe. From Geo. 
E. Keith. 





16. 


17. 


18. 
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Pigskin on white buck to make an interesting 
three-eyelet blucher. From Edwin Clapp. 


A heavily pinked and perforated brogue pattern 
featuring a bal strap. White buck and dark brown 
calf. From Stacy Adams. 


The blucher again, this time a five eyelet pattern 
featuring a wing tip and overlay of tan calf on 
lace stay. From James A. Banister Corp. 


TOWN TYPES 


SEE PAGES 24-25 


A Custom brogue in tan calf over a new Vulcan 
last. From Charles A, Eaton. 


A medallion perforated square tip custom brogue 
in tan calfskin. From J. P. Smith. 


A darker tone tan calf in a plain bal for Spring 
and Summer promotion. From Nunn-Bush. 


A custom brogue in tan calfskin again. From 
James A. Banister. 


A full brogue, custom model in tan calf. From 
Cole, Rood & Haan. 


A medallion perforated square tip brogue. From 


Edwin Clapp. 


Green gabardine and tan calf. An interesting 
shoe for wear with Summer tropicals. From 


Winthrop Shoe Co. 


A two-tone perforated model, an interesting pat- 
tern. From Freeman Shoe Corp. 


An attractive new town shoe in tan calf over a 


medium full custom last with exceptionally fine 
brogue detailing. From Johnston & Murphy. 


A Stacy-Adams new English Blucher brogue. An 
outstanding development of this pattern, featuring 
stitched welt and all-over custom detailing. 


Two tones of gray combined in this interesting 
ventilated shoe. Note how the ventilations are 
carefully fitted and follow the general contour of 
the pattern. From M. P. Packard. 


Two tones of light gray elkskin make an interest- 
ing light weight brogue. From Endicott-Johnson. 


Dark gray overlay and tip on a light gray shoe. 
The importance of gray, particularly in the middle 
West and volume grades cannot be too carefully 
stressed. From United Shoe Corp. : 
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WOMANS EDITORS PRAISE BUGK BUFFER 


DETROIT FREE PRESS— THURSDAY, miaageeD 


ely Series on Canning 


To Solve a Summer Problem k 
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By Pauline Webster rub the same spots harder with the " 

: buffer. Thus the tiny granules of 
W to keep your white shoes powder and dirt are brushed away 
clean at the office or while trav- and there'll be no aftermath of tell- ™) 


eling is a major problem during the tale white powder marks on your hose. 8 
summer months. It’s not advisable [t does an excellent job on buck, 


* to store a bottle of white polish away guedes and fabrics. You can use it” 
‘ in a desk drawer or suitcase for if it not only for cleaning shoes, but also 3 
ne ViPS Or breaks, everything near it for white felts, linen and Panama 
y's ruined. hats, belts, bags, etc. 

¢ Whattodothen? Buy aslick little ‘ ‘ 
of y ; Miss Webster will be glad to 
pr d ane, cleaner that comes in a tell you where this merchan- 

vheoe inte case. Tuck it in your dise may be found, although it 
purse, pocket, drawer or bag and OU is impossible for her to shop 
need never fear that it will rub white fo, readers. Phone Randolph 

q Cn anything. It’s so very handy to g990, Line 228, or write the 

36 on - simple to use and costs just Free’ Press Shopper, inclosing 
— a stamped, self addressed en- 


, _ Rub the soiled spots gently with velope. All prices are subject 
. the cleaner. Then-turn it over and to 3 per cent sales tax. 


f ee 
» {Keeping Children | Life Can’t Be Fun 
Well in Summer If You Feel ‘Inferior’ 


Causes of children's summer 
complaints, agg means of avoid- 


































PAULINE WEBSTER, 
Shopper for the Detroit Free 
Press, is one of the many 
journalists who praise this 
unique cleaner for white buck, 
suede and fabric shoes. 








Besides being everything 
Miss Webster says, Buck 
Buffer has an added advan- 
tage to you. It is sold to shoe 
and department stores only. 
You get the repeat business. 
Your price $1.50 a dozen — 
Retails for 25c each. 


Send for your free 
sample now! 


roRY SHOE CLEANE get 








WIZARD COMPANY 
ST. LOUIS, MO., WALSALL, ENG. 


Canadian Distributors: Canadian 
Specialities, Ltd., Hamilton, Ont. 
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MERCHANDISE SOURCES 


FROM APRIL INTO JUNE IN 
SUMMER PLAY SHOES 


SEE PAGES 20 AND 21 


Popular “mudguard” treatment of walking ox- 
ford in reversed calf with smooth calf trim. 


O’Donnel). 


Unusual trimming details on classic spectator 
pump in white sueded leather with brown calf 


trim. Julian & Kokenge. 


Kiltie oxford in sueded leather with detachable 
tongue having fashion signficance in treatment— 
soft toe and massed perforations—and color— 
the popular new beige. M. N. Arnold. 


A stepin pattern used for a sport shoe with the 


mesh gore serving as both adjustment and trim- 
ming detail. Note the mudguard treatment and 
extended heel. Pedemode. 


Pigskin, one of the season’s outstanding novelty 
leathers, in a graceful spectator sport oxford with 
open toes and perforations. Palter DeLiso. 


Attractive combination of deep and sky blue 
duckskin cloth in one of a series of play shoes. 


Pasadena. 


Luggage leather makes this smart sandal with 
saddle stitching. Fulton Leather Goods, Inc. 


Cork sole and heel give a lift to a colorful beach 


sandal of peasant fabric. Swan. 


Cool and informal is this white fabric oxford in 
a shantung weave with large cutouts. Friedman 
Shelby. 


! The vamp of this gay leather “Aztec” sandal re- 


flects a strong trend toward woven and lattice 


treatments in all types of shoes. Brauer Bros. 


The perennial favorite, white kid, in a monk pat- 
tern combining style and comfort. Walkover. 


Airy and gay print sandal for informal dress 
occasions. Hannahson. 


Illustrating the importance of mesh in a Summer 
shoe wardrobe, this model in natural color mesh 
with green kid trim. Tupper. 


A popular pattern in white reversed leather with 
graceful trimming detail. Tweedie Footwear. 


Combination of gray sueded leather with smooth 
in low stepin with porthole effect trimming. 


D. Myers. 





TAILORED 
TOWN SHOES 


TOP TO BOTTOM 
LEFT TO RIGHT 


Black calf stepin 
with perforations 
and gores which 


TOWN SHOES THAT FOLLOW THE CLOCK 
form an Lge 
part of the 


SEE PAGES 18 AND 19 A 
ming detail. on Jettick. 


Classic pump in brown calf with perforation trimming of un- 
usual interest. Vitality, 

Softly tailored pump, suitable in calf, kid, or gabardine, and 
trimmed with patent heel and collar. Note the ome dot 
effect of the white underlay on the collar. Joh 
& Shinkle. 

Black gabardine in a tailored oxford with construction open- 
ings, the ideal shoe for early spring wear. Queen Quality. 
White suede kid with brown calf collar and saddle effect in 
an opened-up oxford, especially adapted to wear with summer 
town suits, in white or natural. Natural Bridge. 


DRESSY 
TOWN SHOES 


Blue gabardine pump with 
blue calf binding, and lacing 
to give it the appearance 
of a low cut oxford, one of 
the season’s important treat- 
ments. I. Miller. 
Illustrating the importance 
of black patent in spring ma- 
terials is this banded stepin 
with sleeve gore. Wohl. 
Graceful treatment of an- 
other sleeve gor e stepin of 
black kid and black patent 
trimmed with silver inserts 
and binding. Laird Schober. 


The elegance of black suede combined with ring lizard as a 
new trimming interest, in this sleeve gore stepin. Valley. 


Two tones of blue in a dressy oxford of kidskin. Brown. 


COCKTAIL, 
DINNER, AND 
EVENING SHOES 


The lattice vamp, formed 
of strips of fabric or 





Stephes 








this an 
ideal dark cocktail or 
dinner shoe. Andrew 
Geller. 


A gay color accent for 
Summer evening 

in this mommy | draped 
print La Valle. 
Spring evening sandal, suitable in metal kid, satin or crepe, 
with an unusual treatment of the extended back. Garside 
& Zuckerman. 

Another smart cocktail shoe is this ripple pump in black 
gabardine with patent trim. Blue Ribbon Shoemakers. 

















RECORDER, February 26, 1938 


WALK LIKE YOU RIDE- 
ON AIR/ ; 


~aa— 
The Sensation of 38 
In Men's Shoes... 


Sweeps America! 


Imagine a Shoe Like This... 
...to retail at *4°cl 


A real triumph in a Goodyear welt that combines for the first time a cellular 
cushioned shock absorbing midsole with a new ventilating feature. Genuine black 
calfskin, fine white nubucks, greys and Two-Tones—no wonder salesmen’s orders, 
mail orders, letters and telegrams are pouring in in tribute to this outstanding men’s 
shoe value that knows no depression. Act quick if you want the protected dealer’s 
franchise for JOY STRIDES in your trade center. You'll feel like walking on air, too, 
when your sales and profits climb to a new high with JOY STRIDES. 


34 IN-STOCK STYLES—5 to 13—AA to EEE 
GUARANTEE YOU QUICK PROFITABLE TURN-OVER 


WRITE FOR THE UNITED SALESMAN OR SEE THEM IN 
THE UNITED CATALOG FOR SPRING AND SUMMER 


United Shoe Mfg.Co. sc ssi x: ST. LOUIS 
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MEANS PROFITS IN FOOTWEAR oF KID 


In the Spring my lady’s fancy turns to replenishing and to filling out 


her shoe wardrobe. This means profits to those retailers who feature 
shoes she’ll covet. And women are attracted to shoes made up of 
popular, graceful Kid. Shoes of Kid offer a femininity and 
beauty combined with a foot healthfulness and comfort that are found 
together in no other material or leather. They are light in weight and 
make it possible for the foot to breathe naturally and freely. They 
stand up well and look as graceful on the customer’s feet as in the 
show window. And in the popular Surpass Colors, footwear of Kid 
has the sparkle and the sales appeal that you'll want in order to take 


advantage of the buying mood women are going to have this Spring! 


URPASS LEATHER CO. 


Tanneries at PHILADELPHIA and GLOVERSVILLE, Executive offices at PHILADELPHIA, Branch Offices in NEW YORE. BOSTON. 
CINCINNATL ST. LOUIS, and MILWAUKEE. Agencies in LONDON, PARIS, BASEL, MILAN and other Foreign Cities. 
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SUMMER'S 
GREATEST 
REPEATER 


A recent survey proved to us 
that most buyers consider the 
Piekenbrock Monk Sandal the 
only sandal that really fits. We 
were fortunate in securing all the 
authentic patterns, dies and lasts 
for the Piekenbrock Sandal, ‘so 
now you get Justin quality in 


Monk Sandals. 


These new sandals are full leather lined—Celastic box toe—"Kimflex”’ 

heel hugging counter—oak leather insoles reinforced with a 9 oz. strip of 

ORDER NOW FOR duck. Fine oak outersoles, specially flexed for comfort. Special wooden 
EARLY DELIVERY core rubber heels. An improved steel arch gives the same support as found 
in fine Dress Shoes. Linen thread is used to give strength to both inseams 

S$ 3 9 5 and cutsole stitches. Uppers are made from fine Elk in the following colors: 


No. 1IS—GREY —A, 7 to 11—C, 6 to 11—E, 5 to 11 


5% No. 16—WHITE —A, 7 to 12—C, 6 to 12—E, 5 to 12 
30 Days No. 17—BLACK —A, 7 to 11—C, 6 to 11—E, 5 to 11 
No. 19—SAND —A, 7 to 12—C, 6 to 12—E, 6 to 12 


H. J. JUSTIN & SONS, INC.—FORT WORTH, TEXAS 


BOOTMAKERS OF THE WEST SINCE 1879 
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AT THE Point of Sale ARE, OR 


EXTRA SALE 


* 


Sell a specific Everett & Barron 


Dressing for the particular shoe. 


Gives White Kid and Calf 
a beautiful, gardenia - like 
finish. Will not rub off. 


Unique, — because it re- 

moves the soil from these 

rough leathers, leaving the 
shoes snowy white. 


Removes soiled spots. Will 
not rub off. Keeps the 
fabric flexible. 


Sy 
Your customer is at “the point of sale"—willing to be sold a dressing or cleaner intended to 
keep her new shoes looking new. 
Show the particular Everett & Barron Dressing developed for the purpose, and you'll make not only 


an extra sale, but a better satisfied customer. 
TORONTO 


PROVIDENCE EVERETT & BARRON Co. CAN. 


R. |. 
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Mr. B. D. Abney, Mgr. 
Children’s Shoe Department 
Volk Brothers Company 
Dallas, Texas 


Says Mr. Abney “In far too many instances the 
children’s shoe department is relegated to some 
obscure corner with insufficient space and promin- 
ence... the buyer gives little thought to the children’s 
needs .. . we should bear in mind that if we are 
successful in caring for the needs of the child today 
we can be reasonably sure that the child will be an 


adult customer for us tomorrow” 


... the growing trend of all successful children’s lines 
to corrective types, makes an Edwards department 
a valued profit franchise. € Because Edwards is the 
only children’s shoe manufacturer which carries a 
complete in-stock line of basic welts and process 
styles supplemented with a broad line of feature 
orthopedic shoes it simplifies both merchandising and 
stock problems. @ For the exclusive shoe merchant 
or store seeking a new profit department it offers new 
profit-making possibilities. € Backed by a national 
advertising campaign of a constructive sales-impelling 
type Edwards representation in your vicinity is a 
franchise to success. € Write us for the profit facts 


that other shoe merchants are finding so interesting. 


Edusards 0. .oc cose 
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UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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N.S.R.A. Continues Analysis of 
Retail Operations 


[CONTINUED FROM PAGE 44] 


submits the facts concerning his business for confiden- 
tial use in this analysis. 

In a recent editorial, Boot AND SHOE RECORDER 
emphasized the great need that exists for more accu- 
rate and complete statistical information relative to shoe 
distribution, shoe prices and operations in the retail 
shoe business. The N.S.R.A. is making a praiseworthy 
effort to gather and compile such information and 
thereby render a useful service to the entire industry. 
It cannot be entirely successful without the cooperation 
of individual retailers everywhere, for such an analysis 
must be representative of the trade as a whole. There- 
fore the RECORDER urges its readers to assist at this 
time by submitting their operating figures as outlined 
above. 


Warm Weather Leaders 


[CONTINUED FROM PAGE 27] 


for children, have all played important parts in educat- 
ing the children on dress. ; 

In the majority of cases, shoe retailers continue as 
they have always done, to treat the children’s shoe 
business as something extra. This is more true in the 
boys’ end of the business than in the girls’, probably 
because of the fact that when it comes to new clothes 
or shoes for the children in the family, the girl most 
generally gets the first thought and brother comes last. 
Again, it may be that, cognizant of the fact that the 
parent is the one who holds the pocketbook, shoe men 
would rather direct their efforts toward this adult trade. 
Nevertheless, whatever the reason, this attitude on the 
children’s shoe business is entirely wrong. There are 
large possibilities for the shoe retailer with foresight 
and initiative to conduct a profitable juvenile trade. 
This has been proven time and again by shoe men in 
increasing numbers throughout the country who have 
established exclusive children’s shoe stores or have set 
up separate children’s departments in their stores. 

Probably the main factor that impresses parents in 
present-day conditions is the wearability of shoes for 
their boys or, in other words, the ability of shoes to 
stand the hard knocks to which they are subjected by 
the typical American youngster. But style also plays 
its part in this selection and children’s shoe manufac- 
turers, cognizant of this fact, have combined the two 
into a varied and styleful line of shoes for the coming 
Spring and Summer. 

Patterned closely after the men’s lines, boys’ shoes 
reflect in smaller editions, the best-selling men’s styles. 
For some years boys’ shoes have shown marked ad- 
vance in style and fit and this season’s offerings are 
definitely styleful and smart. 


[TURN TO PAGE 66, PLEASE ] 
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ARISTOCRATICALLY BEAUTIFUL 


WOMEN’S FINE WELTS 


The Irving Drew Company for 
more than forty years have given 
their undivided attention to the 
manufacturing of Women’s Fine 
Shoes, and today, without excep- 
tion, the Drew manufacturing 
organization holds an enviable 
reputation in the manufacture of 
women’s strictly tailored-in-de- 
sign fine welt shoes. 


Specializing in one construction 
and in one type of shoe gives 
the DREW ARCH REST shoe 
perfection in fit and makes retail 
selling easy. 








The Katie—No. 7881 
Blue Gabardine—Blue Calf Trim. Stitched and 
perforated through. 18/8 Continental wood heel 
—324 Redufit Last—Price $3.90. 
IN STOCK NOW 
Retailing— 


$6.50 to $7.50 














IRVING DREW 


SC ORITETAL CORD 


PORTSMOUTH, OHIO 














Style, scientific features—and savings 


for your customers 

Air-O-Pedics were $7.50 and $8.50 — and worth it in 
fine workmanship; specially selected leathers; pat- 
ented, scientific construction and smart style. That's 
why customers who know Air-O-Pedics always wear 
them. Now, you can offer your trade the same style, 
quality and comfort at $6.50 —a sizable saving on 
each pair of these good-looking, good-wearing, cor- 
rective shoes. Nothing has been changed but the 


Spring and Summer — profitable 
Air-0-Pedic seasons for you 

The new price of Air-O-Pedics permits a liberal mark- 
up .. . and gives you a wider market and faster 


turnover. And this price reduction is timed right for 
There are over 75 welt styles 








your Spring business. ... 


A DROP IN PRICE WITH 
A PICK-UP IN PROFITS 


An-O-Fedivs 
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Three fast-selling Air-O-Pedic models for Spring 


in stock to choose from. And plan for Summer busi- 
ness too. Air-O-Pedics give foot comfort on hot days, 
and make permanent, satisfied customers. 

Write for style booklet and information about the 
Air-O-Pedic franchise. 





Three reasons why Air-0-Pedics pile up profits: 


1. Nine patented, scientific features that insure walk- 
ing comfort. 


2. A popular retail price and liberal mark-up for 
your store. 


3. More than 75 welt styles and complete “in-stock” 
service for prompt delivery. 


AIR-O-PEDICS -3 a 


BROCKTON, MASSACHUSETTS 
1328 Broadway, New York @ 189 W. Madison St., ie 
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R 2396 Black Patent ..... 
R 6694 Black Gabardine “= ae 
R 6696 Blue Gabardine ... 2.10 
66 Last, Round Toe, 21/8 Con- 
tinental Heel. 

VERA—Cuban Heel 
R 2397 Black Patent ..... $2.35 
R 6695 —_ er wser ona ba — 
R 6697 Blue Gabardine ... 2. 
33 Last, Round Toe, 16/8 Cuban 


Heel. 
AAA to B 













Mona IN STOCK 
Concealed Gore Strap Adjustment 
MONA—High Heel 

R 6650 Black Gabardine ...$2.10 

R 6652 Blue Gabardine .... 2.10 

R 6654 Grey Gabardine ... 2.10 
R 6656 Strawberry Gabardine 2.10 

66 Last, Round Toe, 21/8 Conti- 
nental Heel. 

MONA—Cuban Heel 

R 6651 Black Gabardine. $2.10 
R 6653 Blue Gabardine. 2.10 
R 6655 Grey Gabardine. 2.10 


R 6657 ~— 
Gabardine .. 2.10 


33 Last, Round Toe, 16/8 
Cuban Heel. 
AAA to B 


As summer comes sandals will again find their place in the 
sun. By — demand Gabardine and Patent continue 
their firm hold on fashion’s favor. 

Hannahsons offers sandals galore in these two essential mate- 
rials—and a stock department famous for its fast service and 
dependable deliveries. Write for latest in-stock catalog. 


ito) 
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Warm Weather Leaders 
[CONTINUED FROM PACE 63] 


Taking up first thé every-day or play shoe for boys, 
the soft-toe shoe is very important. Of these, the plain- 
toe saddle oxford has gained much favor in the past 
two years and this season will find it very popular both 
in the two-tone tan, tan and white, and black and white 
combinations. In the medium-price brackets elk is 
used most generally in forepart and quarter with the 
saddle, and trim if any, of calf. This applies to both 
the two tone tans and the white-and combinations. In 
the higher brackets, all-over calf is used extensively for 
the tan shoe and white buck with calf saddle for the 
white combinations. Rubber or crepe soles are general- 
ly the accepted soles for this type shoe with the rubber 
sole the more popular. 

Another soft-toe shoe which has always found favor 
with boys and parents alike, is the moccasin and moc- 
casin type blucher oxford. This shoe is very popular 
with Boy Scouts as well as other boys who like the 
moccasin. As for the parents, it is preferred to the 
soft-sole moccasin because it is ideal for the growing 
foot, providing the needed support, freedom and com- 
fort. Definitely a play shoe, it is usually made of elk. 
Leather and composition soles are most extensively 
used, with the latter in combination with a spring heel, 
finding increased favor. 

Several additional patterns, suitable only for girls, 
are being manufactured to a limited extent. These 
include the ghillie type, and two tongue treatments, 
the folded, and the high standing tongue concealing the 
eyelets. In colors, one manufacturer reports strong in- 
terest in blue calf for dress sandals. Trimming treat- 
ments, especially perforations and cutouts, are more 
feminine in type. These are all more appropriate and 
more important for girls over five. 

After this age there is increasing variety in girls’ 
shoes, although for a year or two the play shoes con- 
tinue to be the same as the boys. Much less choice is 
offered in boys’ shoes from six to eight years of age. 
Their play and dress shoes are often the same, a sturdy 
tip elk oxford in brown or black. After a eight a boy 
will wear the big boy patterns. 

In the misses’ sizes the Spring and Summer shoes 
continue most of the patterns already mentioned and 
add a number of others to meet the girls’ growing sense 
of style. For this age the manufacturers are showing 
more saddle oxfords, some kiltie, ghillie and monk 
types, and a greater variety of dress shoes, including 
more kinds of strap sandals, and colonial pumps. 
Smooth and reversed calf, and some kid, in brown, 
white and some blues, are the important leathers. Tan 
trimming on white, and perforations and cutouts, are 
used in more interesting trimming details. 


[TURN TO PAGE 84, PLEASE] 
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Lipp and Hirsch, shoe 
designers created this 
draped front stepin of 
McNeely kidskin. 











KANGARO 










For profits in men’s footwear 
well styled street and dress shoes of genuine 
Kangaroo leather are prime favor- 


ites for aggressive retailers everywhere. Men 


are easy to sell on this fine leather because 


of its outstanding characteristics, because it’s 


a man’s leather for active feet .. and once 


sold, men from Maine to California 





keep coming back for more. As 


tough as rhino yet as soft as fine 


” 


kid srk genuine Kangaroo offers real foot 


comfort, pliability and light weight, yet is 


17% stronger, weight for weight, than any 


other leather I~. Feature shoes of genu- 


ine Kangaroo in your store. Keep your own 
REE 


" 
i’ 


cash register wa busy with these shoes that 
ques. 
give you definite sales and advertising points, 


and that make friends of your customers. 


TANNED IN 
AMERICA 


BY 


Surpass Leather Co. .............- Philadelphia 
Richard Young Co. .............+.+- New York 
Ziegel Eisman Co. ..........-.-00- Boston 
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Novel Promotion to Announce 
Location Change 
A NOVEL method’ was recently used by Day Fezler, 


veteran Oklahoma City retailer of men’s shoes, to an- 
nounce the removal of his store to a new location. 

After 14 years at the corner of Main and Harvey, 
Fezler lost his lease to a large chain drug concern and, 
after giving intensive study to the selection of a new 
location, decided to take one as close to Oklahoma 
City’s magnificent new $6,000,000 Civic Center as pos- 
sible. 

The location was finally selected in the 200-block on 
Northwest First Street, just two sites East of the new 
County Court House, one of the four units in the Civic 
Center group. 

Then came Fezler’s problem of making the right 
kind of announcement, an announcement that would im- 
mediately inform his old customers in a clear, unmis- 
takable way, where his new store was located. Fezler 
called in John E. Wolf, president of The John E. Wolf 
Company, a direct mail agency in Oklahoma City, and 
he and Mr. Fezler together worked out what proved to 
be the answer. 

They developed an attractive sketch of his block, 
showing Fezler’s new location in relation to other busi- 
nesses and, especially, to the Civic Center. This sketch 
was arranged to serve as a panel border around a 
letterhead, with the store location indicated by an arrow 
at the bottom of the sheet and a photograph of Fezler 
himself in the upper left-hand corner. 

Another novel touch was introduced when Fezler was 
depicted riding in an airplane, waving his hand jovially 
to the recipient of the letter. 

And here is the letter itself, addressed to customers: 

“You know I’m no high-flyer, Mr. Smith. Neither 
have I ever been called ‘high-hat’ or the shoes | sell for 
men ever been called ‘high-priced.’ 

“I’m simply taking this unusual means of pointing 
out my NEW location for those comfortable, easy-fit- 
ting, high-quality NUNN-BUSH shoes. 

“You will find my new store located at 227 West 
First Street. I am just a few doors from the New 
Court House, only one block from my former location. 

“Being one of our valued customers, I know your 
shoe requirements and I am looking forward to serving 
you here in my new location. Especially do I want 
you to see the new Ankle-fashioned Oxfords by NUNN- 
BUSH. They give you REAL comfort, with no sacri- 
fice in style. 

“My stock, in your kind of shoes, is most complete 
right now and I would surely like you to come in at 
your earliest convenience.” 

Cordially yours, 
Day FEZLER 


This letter was sent to all customers who had pur- 
chased shoes from Fezler during the past two years. 
The returns from it were most gratifying. 
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FINE SHOE CREATION 


“Che Design 


By the world’s foremost style exponents—frequently 


the inimitable Schiaparelli, designing exclusively for 


Laird, Schober in this country. 


“Che Last 


The foundation of all shoes—last accuracy is so vital 
that we consider it necessary to maintain our own 


last making department. 


Pattecn 


Only by perfect grading of every size and width, can 
true fit be obtained. We feel it essential to grade 
and make our own patterns. 


“Che Material | 


The five corners of the earth are scoured for the finest 
selections of hides possible to obtain. Soft kidskins 
from India . . . Mellow calfskins from Norway... 
Buckskins from China . . . Snakeskins from the 
Amazon ... in fact our market is the world. 


“Ohe Craftsmanship 


No machinery has been invented that is comparable 
to skillful hand operations in the making of fine 
shoes. Our process of manufacture is substantially 
all careful hand workmanship. 


Laicd. Schohee 


Philadelphia 








- 
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ANNOUNCING -.- - 
“ZEPHYR MESH” 


Made with ye é 


The shoe mesh made perfect! 


Airy as a fairy gauze, yet strong as leather and endowed with 
that easy, permanent elasticity which “Lastex” alone can give. 


PROOF AGAINST NEEDLE CUTTING OR SLIPPAGE 


An ingenious new construction stops all danger of the “Lastex” yarns 
slipping while the yarn itself has three elastic threads in its core, ample 
insurance against damage from needle cutting. 


ALSO 
asteso Vel-Suede Goring 


F-A originated “Lastex” suede goring and its immediate success brought 
the usual penalty of imitation. But: 


“They copied all they could follow but they couldn’t copy my mind, 
And I left ’em sweating and stealing a mile and a half behind.” 


Ana so, following Kipling’s advice to “Keep your light so shining a little 
in front ’o the next”, F-A presents the new and better “Lastex” suede goring. 
F-A gorings, meshes and novelty shoe fabrics are manufactured by 
Friedberger-Aaron, Philadelphia, and are distributed solely through 


ALFRED VAMOS 


450 MARBRIDGE BUILDING 
47 WEST 34th STREET NEW YORK CITY 


WISCONSIN 7-9327-2466 


ALL SHOE DESIGNS BY ALFRED V AMOS 
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As light as air, streamlined to the foot by the magic of “Lastex,’ 





it comes right on the heels of those two other triumphs with 


“Lastex,” I. Miller’s Zephyr and Zephyrette. In pin-point 
perforated suede or gabardine, with high or low heels, in 
“Parisand” and other colors. Zephyr III is the perfect accom- 
plishment in footwear, the Fashion of the moulded shoe, with- 
out fastening of any kind. Yes, “Lastex” yarn creates stretch- 
able shoe leathers as well as stretchable shoe fabrics (includ- 
ing the famous “Hub” Gores* ). Shoe buyers everywhere are 
demanding the “Lastex” technique, in leathers, in fabrics. 
They know that the gentle stretch will not bind the foot, that 
the elasticity is permanent, that “Lastex” is the best selling 
word in apparel today. For samples, price lists, write to 
Alfred Vamos, 450 Marbridge Building, New York City, sole 


distributor to the trade of approved shoe materials made 
. with “Lastex” yarn. For general information on the uses and 

advantages of “Lastex,” always write to the address below. 

1. Miller & Sons, Inc., *Registered trade mark, Everlastik, Inc., Chelsea, Mass. 


New York City. Stores 
in Satigarei[ 


and Agencies, Princi- 
REG. U.S. PAT. OFF, 





















pal Cities, United 
States, Canada and 
Foreign Countries 






new I. Miller color origination 


AS ADVERTISED 
In The New Yorker 
February 19, 1938 


e 
In Vogue 
March 15, 1938 


-»-THE MIRACLE YARN THAT MAKES THINGS FIT 





REG. U.S. PAT. OFF. _, 


An elastic yarn manufactured exclusively by United States 








- 
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249,000,000 ADS EACH MONTH ON 
DS Scholls “== 


LAID END TO END 
THEY WOULD 
CIRCLE THE GLOBE 


/2 
TIMES! 


Never in our 34 consecutive years of ad- 
vertising has the total number of our 
advertisements reached such astronomical 
figures as they do this year. 249,000,000 
of them every month or over 3 billions 
in a year! Laid end to end, they would 
circle the globe 714 times! 


Hardly a foot sufferer in the land can fail 






































































to be attracted and influenced by this HAVE YOU SEEN DR. SCHOLL’S 
steady bombardment of Dr. Scholl’s Foot MOTION PICTURE? 

Be hi ion talking picture, “Experi 
nner. Points the Way,”" when our representative is in your city with 
Tie up to this advertising by keeping Dr. Scholl’s it. it can be shown right in your own store. The most inter- 

esting, instructive and valuable picture of your business ever 





Arch Supports, Remedies and Appliances for : 

all foott - * bles prominently displa 2 ed—always filmed. If you haven't seen it, write for special showing. 
in your window and on your counter. Talk 

them up. Sell your customers on your facilities | THE SCHOLL MFG. CO., Inc. 
to give them Foot Relief. This is a highly prof- ~ 213 W. Schiller St., Chicago 
itable and prestige-building business. 62 W. 14th St., New York City 
112 Adelaide St., E., Toronto 














The very small investment it requires and the 
rapid turn-over it brings, make such big and 
easy profits worth your most serious consider- 
ation and quick action. 


FREE HOME STUDY COURSE 


Our Educational Department offers Shoe 
Dealers and their Salespeople a free Correspon- 
dence Course on the fitting and selling of 
Dr. Scholl’s FOOT COMFORT Appliances. 
Write for Enrollment blank 


Df Scholls 


ARCH SUPPORTS—REMEDIES— APPLIANCES 
FOR ALL FOOT TROUBLES : 










_ Write for new catalog 








DR. SCHOLL’S 
FOOT-EAZER 
The most effective 
relief for weak and 
fallen arches ever 
invented. A big 

profit item. 
















mie o> Cr C&O & wate me ot 4 i 
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Shoe Vews 


THIS WEEK IN THE SHOE TRADE 
SATURDAY, FEBRUARY 26, 1938 


1938 





NATIONAL NEWS 





Plans Progress for Midwest Shoe Fair 


Committees Appointed for Cincinnati Shoe Event to Be Held 
June 5, 6 and 7—Early Reservations Promise 
Well-Attended Affair 


CINCINNATI, OHI0O—The committee in 


charge of the Midwest Shoe Fair to 
be held at the Netherland Plaza Hotel, 
Cincinnati, on June 5, 6 and 7, 1938, 
is now hard at work perfecting plans 
for the event. Headquarters for the 


FRANK WEBER 


Chairman Midwest Shoe Fair 


Fair have been established at the 
Netherland Plaza Hotel and plans are 
under way to make this Fair the big- 
gest and best ever held. Those who 
have attended the Midwest Shoe Fair 
in other years will remember it as 
one of the outstanding shows of its 
type and the committee wants to assure 
the entire shoe industry that the Fair 
this year will be even more outstand- 
ing. 

The entertainment committee has al- 
ready laid plans for a most unusual 
and beautiful style show to be held in 
conjunction with the banquet which 
will be held in the Hall of Mirrors at 
the Netherland Plaza Hotel, and for 





DATES TO REMEMBER 


Monthly Shoe Buyers Days, Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill. 

Feb. 28, March 1, 1938 

Buffalo Shoe Show, Buffalo Shoe Re- 
tailers Association, Hotel Statler, 
Buffalo, N. Y March 6, 7, 1938 

Official Leather Opening, Tanners’ 
Council of America, and N.S.R.A. 
Style Conference for Fall, Waldorf- 
Astoria Hotel, New York 

March 28, 29, 1938 

Fall Showing Shoe Fashion Guild of 

America, Hotel Biltmore, New York 
May 2, 3, 4, 1938 

Illinois Shoe Travelers and Retailers, 
Annual Convention, Pere Marquette 
Hotel, Peoria, Ill....May 15, 16, 17, 1938 

Pacific Northwest Shoe Retailers Asso- 
ciation Convention, Multnomah 
Hotel, Portland, Ore. 

May 30, 31, June 1, 1938 

Southwestern Shoe Travelers Associa- 
tion, Style Show and Market Season, 

Adolphus Hotel, Dallas, Texas. 
May 29, 30, 31, June 1, 1938 

Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio . 

June 5, 6, 7, 1938 

Boston Shoe Show, New England Shoe 
and Leather Association, Hotel Stat- 
ler, Boston, Mass June 6, 7, 8, 1938 

Annual Convention, California Shoe 
Retailers Association, Hotel Oak- 
land, Oakland, Calif...June 6, 7, 8, 1938 

lowa Shoe Fair, Iowa National Shoe 
Travelers Association, Hotel Fort 
Des Moines, Des Moines, Iowa 

° June 12, 13, 14. 15, 1938 

Wisconsin Shoe Retailers Association 
25th Annual Convention, Plankin- 
ton Hotel, Milwaukee, Wis. 

June 13, 14, 15, 1938 

Annual Convention, National Leather 
and Shoe Finders Association, Con- 
gress Hotel, Chicago, III. 

June 20, 21, 22, 23, 1938 





the dance which will follow the ban- 
quet. 
The interest in the Midwest Shve 
[TURN TO PAGE 75, PLEASE] 


Will Knight Testimonial 


Dinner Planned 


PORTLAND, ORE.—For the forthcom- 
ing convention of the Pacific North- 
west Shoe Retailers Association which 
will be held in this city on May 30- 
June 1, detailed plans are being made 
for a tremendous show. According to 
Henry S. Waters, general convention 
chairman, the testimonial dinner for 
Will Knight will outstrip anything 
ever attempted on the Pacific Coast. 
Reservations from the traveling fra- 
ternity and from shoe buyers are com- 
ing in such numbers that from an 
attendance point, this convention will 
be the best ever staged in the North- 
west. Many notables from all over the 
country have signified their intention 
of being at the Will Knight dinner. 
The committee fully realizes their re- 
sponsibilities and are making great 
preparations toward making this a 
real show. 


Salesmanship Course 


Arouses Interest 


DETROIT, MicH.—Second session of 
the new course in Shoe Salesmanship, 
sponsored by Wayne University, was 
held recently, with an attendance of 
about forty-five. There were clerks 
from stores as far away as Flint, Mich., 
a distance of sixty miles, proving the 
strong interest which this course is 
arousing among shoe merchants. Char- 
acteristic of the meeting was the in- 
tense discussion of the various prin- 
ciples discussed during the class. 

The first lecture this week was by 
Dr. Morton Hack, of the Hack Shoe 
Company, who talked on “Anatomy and 
Physiology of the Foot in Relation to 
Shoe Fitting.” He was succeeded by 
Richard E. Sherrington, of the O’Don- 
nell Shoe Company, who spoke on 
English shoes and typical English mis- 
fitting. Mr. Sherrington is considered 
an authority on his subject. 

Ben Rush, formerly director of ad- 
vertising for R. H. Fyfe and Company, 
has been appointed coordinator of the 
school, handling the important job of 


‘administration. 
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Outstanding H 
cork sole sandals 
for 1938 





t 





[ D 









THE 
BANDANA 





SWAN Airy-Tred cork sole sandals 
can be a profitable part of your 
spring and summer business. Supe- 
rior workmanship and fitting qual- 
ities, combined with a grand array 
of patterns and materials, assures 
consumer acceptance. May we 
send you our 1938 nautical san- 

dal catalog? 


SWAN SHOE COMPANY 


INC 
BALTIMORE, MARYLAND 








Baas FA 
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Style Conference and Leather Show Plans 





Extensive Preparations Under Way for Semi-Annual Gather- 
ing at Waldorf-Astoria, New York, March 28 and 29 


New YorK—Extensive preparations 
are being made for the semiannual 
Style Conference under the direction 
of the National Shoe Retailers’ Asso- 
ciation in conjunction with the Opening 
Showing of American Leathers for 
Fall and Winter, 1938-1939, by the 
Tanners’ Council of America. The two- 
day Conference and Leather Show will 
convene at Waldorf-Astoria Hotel, New 
York City, Monday and Tuesday, 
March 28 and 29. 

During the past two years, numerous 
changes in procedure have been made 
for these semiannual meetings, which 
have resulted in a tremendously in- 
creased interest and attendance. The 
attendance at the last two conferences 
completely overtaxed the facilities at 
the Waldorf-Astoria Hotel, and one of 
the major problems of the Arrange- 
ments Committee in planning for the 
coming conference has to do with tak- 
ing care of the very large attendance 
at the respective meetings of the con- 
ference. The Arrangements Committee 
is, therefore, planning special meetings 
for each particular division of the work 
in order to meet the requirements of 
the conference more efficiently. 

The formal opening of the confer- 
ence will take place in the Starlight 
Roof of the Waldorf-Astoria at 10 
A. M., Monday, March 28. The fea- 


tures of this Opening Program will 
deal specifically with subjects that will 
form a basis for the work of the Men’s, 
Women’s and Children’s Style Com- 
mittees. — 

The Men’s Committee will meet at 
2:30 Monday afternoon, instead of on 
Tuesday, as in the past. The Women’s 
Committee will convene at 10 A. M. 
Tuesday, March 29, and the Children’s 
and Juvenile Committee will convene 
at 2:30 Tuesday afternoon, which will 
complete the work of the conference. 

The Arrangements Committee is re- 
ceiving widespread cooperation from 
both manufacturers and merchants in 
planning the conference in a manner 
that will develop the information most 
needed by manufacturers and that 
should be most helpful to retailers. 

The committee is very enthusiastic 
over the new approach being made for 
developing and carrying on the work 
of the coming conference, which will 
make it possible for those who may 
wish to do so to participate in all the 
sessions of the two days. A detailed 
outline of the various features and 
meetings of the conference will be an- 
nounced soon. 

L. E. Langston, executive vice-presi- 
dent of the National Shoe Retailers’ 
Association, is general chairman. 





75th Year for 
R. Neumann & Co. 


New YorK—“Life is short, art is 
long.” The tanning craft can trace 
its origin to primitive use of raw skins, 
an antiquity that can be reckoned only 
in ages. Yet, when a business institu- 
tion has endured more than the normal 
lifetime of an individual, to reach its 
fiftieth, then its seventy-fifth anniver- 
sary, it is deemed a very old concern. 

Seventy-five years ago, Raphael Neu- 
mann and his brother opened shop in 
Newark, N. J., where they offered im- 
ported leathers of fine character for 
the top lines of luggage. A few years 
later, a nephew, Gustav Bernheim, was 
admitted into the partnership. 

In 1877 the firm of R. Neumann & 
Co. started tanning on an extensive 
scale, and yearly increased demands 
were met from the pocketbook and book- 
binding trades, as well as the luggage 
industry. Some of the present leathers 
produced at that time were fine, hand- 


grained Morocco, pin seal and ecrasé 


‘| calf. Fifty years ago, in 1888, a tan- 


nery was built in Hoboken on part of 
the present site. 

George B. Bernheim, a son of Gustav, 
entered the business at the turn of the 
century, and after working through the 
tannery, became the directing head of 


the business. 


Two sons of George Bernheim have 
followed the same steps in leather tan- 
ning. Richard, after graduation from 
Princeton, where he majored in chem- 
istry, worked in all departments of the 
plant and set up an experimental tan- 
nery for research and development of 
new treatments. Philip Bernheim, a 
graduate of Wisconsin, has already 
spent several years in the factory and 
is devoting himself to practical tanning. 

The R. Neumann plant today com- 
prises twelve consolidated buildings, 
with a floor area of more than a quar- 
ter of a million square feet. Shoe 
leathers were not sold directly by the 
company until 1930, when the vogue 
of grained leathers took hold through 
the presentation of Mandrucca. 

The leathers of R. Neumann & Co. 
are known to many industries. Beside 
the shoe, handbag and luggage trades, 
the company sells leathers for book- 
binding, fancy leather goods, textile 
mill use, boxes for perfumes, jewelry, 
ete. England, a country highly appre- 
ciative of fine leather, and with its own 
reputation for quality tanning, im- 
ports Neumann specialties. The firm’s 
leathers are exported to all parts of 
the world and the name of the tannery 
has gained a recognition unique among 
American producers. 
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Edwards Heads 
Hamilton-Brown Co. 


St. Louis, Mo.—In a recent election 
meeting of the directors of the Hamil- 
ton-Brown Shoe Company, P. W. Ed- 
wards, a member of the investment 
brokerage firm of A. G. Edwards & 
Sons, was elected president of the 
company. 

Alanson C. Brown, Jr., grandson of 
the founder of the company, was 
elected vice-president, and Edward H. 
Miller was named secretary and gen- 
eral counsel. Emmett V. Thompson 
was elected chairman of the executive 
committee of which the other members 
are Mr. Edwards and T. Frank James. 

Miller, Thompson, James and Ro- 
land Feltman of the Feltman-Curme 
Shoe Company of Chicago are the new 
directors elected recently. 


Meyer Joins C. P. Ford 


ROCHESTER, N. Y.—Walter Meyer, 
formerly president of Croxton & Wood, 
shoe manufacturers in Philadelphia, 
has joined the sales staff of C. P. 
Ford & Co. 

Mr. Meyer, who is very well and 
favorably known in the shoe trade, will 
cover the Midwest territory. 

The C. P. Ford Company has re- 
cently started a large national adver- 
tising campaign under the brand name 
of “Step-In-Life” shoes. 





Hold Shoe Exhibit 


MIAMI, FLA.—Miami has long been 
recognized as the logical place for 
premier showing of pictures, but this 
past week found it the setting for a 
premier showing of shoes that em- 
braced ideas which apparently wil! 
arouse much interest in the trade. 

Nicholas Parker, stylist and designer 
for Jay Thorpe, flew his premier show- 
ing to the Miami Beach shop. H. Schen- 
dell, out-of-town representative for the 
company, in charge of the southern 
stores this season, was eagerly await- 
ing the arrival of this exhibit and 
played it up in newspaper advertising. 
Shoes were priced at $14.75 to $24.75, 
and a volume business in orders was 
done during the three days they were 
in Miami Beach. They were taken then 
to Palm Beach for two days and met 
with equally enthusiastic acceptance. 
All orders were taken from samples 
and the merchandise will be made up 
and ‘shipped immediately. A number 
of women ordered as many as twelve 
pairs. This is a good barometer as to 
the style rightness of the shoes. 

Colors included Vita red, paddock, 
burnt tan, Venetian coral, blue, and a 
lot of roseberry. Baby alligator was 
the most popular skin. The hand- 
draped sandals for afternoon and eve- 
ning wear met with a big response. 
These carry out the graceful Grecian 
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Plans Program for Midwest Shoe Fair 


[CONTINUED FROM PAGE 73] 


Fair has been more than gratifying to 
the committee. At this time there are 
more than two hundred reservations 
for display rooms and the hotel reports 
that the reservations continue to come 
in from all over the country. It is 
urged that anyone contemplating at- 
tending the Fair immediately get in 
touch with the Netherland Plaza Hotel 
and make definite reservations as it is 
expected the attendance will undoubt- 
edly surpass even that of last year. 

Throughout the entire year the com- 
mittee has held monthly luncheon meet- 
ings preparatory to the actual work of 
the Fair and early in April they will 
begin to have these meetings every 
Monday in order to facilitate the han- 
dling of the many routine matters nec- 
essary to putting on the successful 
Fair that the industry has come to 
expect in Cincinnati. 

The officers for the Midwest Shoe 
Fair continue the same as last year. 
Frank Weber, chairman; Ted Orr, 
vice-chairman; E. C. Horn, secretary, 
and George Dohrman, treasurer. 

At the last regular meeting the fol- 


Jowing committees were appointed and 
each and every committee is hard at 
work planning an outstanding Mid- 
west Shoe Fair for 1938: 

Entertainment Committee: Tom Kil- 
crease, chairman; William Newbold; 
Gene Held, Joe Stern, F. X. O’Brien, 
E. C. Horn, Bob Gerwin and Al 
Kleinkicht. : 

Registration Committee: Henry 
Momper, chairman; R. G. Nunn and 
Al Schloemer. 

Finance Committee: George Dohr- 
man, chairman; John Schwartz and 
Ted Orr. 

Publicity Committee: Ira Longini, 
chairman; Julian Marks, Joe Schmank, 
L. C. Beutel, E. C. Horn, A. M. Sandke, 
Morris Edwards, Guy Spring and Her- 
man Harrison. 

Program Committee: Harry Lasky, 
chairman; Sylvan Loeb and Norman 
Heldman. 

Reception Committee: R. G. Nunn, 
chairman; Herman Harrison, Mrs. 
Florence Guenzer, Jack Rappe, Lester 
Abrams, Ed Bankemper and Ben Kes- 
sen. 





draping, which does away with any 
stitching whatsoever in the shoe. 

The classic pump was developed with 
a number of clever touches such as 
multiple stitching about an inch wide 
in contrasting color going completely 
around the shoe, inserts of perforated 
leather across the instep, and tear- 
drop cut-outs in the shank. Some open 
toes were shown, but not in as many 
models as the closed toe. 





New Stores Opening 


DAYTON, OHIO—A new Dr. Locke’s 
shoe store for women is to be opened 
in the new Gray Manor building on 
Ludlow Street, a new retail shopping 
center recently constructed. The new 
shoe store is being opened by M. D. 
Gilbert, of Wheeling, W. Va. No date 
for the opening has yet been an- 
nounced. 

The new Minor store in Middleton 
has been opened following the complete 
remodeling and redecorating of the 
room. It is now one of the most mod- 
ern shoe stores in that city. A formal 
opening is being planned, to take place 
around the first of March. Minor’s shoe 
stores are located also in Columbus 
and Dayton. 


Purchases Shoe Store 


New BRITAIN, CONN.—P. B. Lehrer 
has purchased the business of the Self- 
Service Shoe Store, 289 Main Street, 
from David L. Nair, assignee. Attor- 
ney Nair conducted the sale for benefit 
of creditors. Total debts of the estab- 
lishment were about $1,000. 


1938 


Brothers Purchase 
Retail Business 


WILLIMANTIC, CONN.—Henry, Jo- 
seph Z. and Peter Mathieu, brothers, 
connected with the Union Shoe Co., re- 
tail store, at 701 Main Street, have pur- 
chased the business from the estate of 
Charles F. Risedorf, who died a few 
weeks ago. The business was founded 
in 1888 by Henry Woisard of Baltic 
and Peter Mathieu, Sr., the father of 
the new owners. In 1890 Mr. Risedorf 
bought control. The Mathieus have in- 
corporated the business under the 
Union Shoe Co. name. 





Rathwick Manages 
Given Brothers 


Las Cruces, N. M.—Elmer Rath- 
wick, who has recently taken over the 
management of the local Given Bros. 
Shoe Store, has been connected in the 
shoe business for the past ten years. 
Mr. Rathwick, before coming to Las 
Cruces, held an important position with 
the Paul Kuehn Shoe Co., South Bend, 
Ind. 


Purchases Shoe Store 


DETROIT, MicH.—Richard H. Hocking 
has taken over as sole owner the retail 
shoe business formerly operated as 
Murray Shoe Company, at 4654 West 
Vernor Highway, and will operate same 
as the Hocking Shoe Store, carrying 
a complete line of men’s, women’s and 
children’s shoes. 
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SHOE MANUFACTURERS 


Acvanes © WOOL SKIN SHOE CO., 
lley, 
saan line of sheep skin slippers, 59¢ to 





Bhar ALTSCHUL, Ine., 
Fred H. Wen 


endt, 

rowing iris’, misses’ and children’s shoes, 
$3.00 to $7. 

¢. a. ae ano co., 
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wemen’ pe. od “Compe Welt’ con- 
struction. $5. 00 aa $6. on 


SRASLEV = eg co., 

Men's Turn eet $8.50 to $10.00 
anown ya euge, ce co., 

comp plete genera’ tine plus Bay avertised 


“ te; men’s “‘Airsteps,”” ‘Buster 
Brown" shoes ii ae htlaren, Roy and Girl Scout 


CENTRAL SHOE CO., 
ae. I J. Ginsberg, M. Weiss, 
_ 
Complete. iteneral sitne plus nationally advertised 
men’s and women’s ‘‘Perfect Eve, in Hood 
shoes for cnildren. Boy and Girl Scout 8) > 
COMMONWEALTH SHOE AND LEATHER Co.. 
_, Simon Ruwitch, 
por * and ““Mansfield’’ shoes 
THE Lcongtage AND RYDER CoO., 
Fred H. Wendt. 


Meno Se and Women's ° ‘Copen’’ arch shoes $9.50 
° 
CRADDOCK TERRY CO., 


Marks, 
Mon" . meat 8 and children’s shoes, general line 


ooneTny DODD SHOE CO., 
an pman, 
Women's high grade shoes, $6.50 to $10.00 


cures opeceat ry FOOTWEAR CO., 





Harry 
Men's tnd. ‘Bove’ Gress shoes wack chose and Hi- 
oe tone lathes’ £5 citirea's . shoes. ‘‘Standon” 
tennis shoes. 


EPHRATA aces og ” 
H. L. Lan 


iz. 
Children’s ona paleces’ quality welt shoes. in 
stock, $2.00 to $4.00. 


FRANZEN SHOE & SLIPPER co., 
Samue' Wax, 

Slippers, $1.00 te $1.50 
nuNTINeTON SHOE CORP., 

Man's Shoes, $4.00 to $5.00 
INTERNATIONAL SHOE CO., 

an 

women's high grade shoes, $6.50 to $10.00 

eee a ig 8 BOOT CO., 


a Boys’ and Girls’ Riding Boots. 
00 ‘Hs 


RUNQNTS-ALLEN CO., Ine., 
Howard J 
Men's Turn sole slippers, $3.00 to $4.00 
KNIGHT SLiPP le es 
i ER = CORP. 
Padded sole slippers, 79¢ to $2.50 


The 
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KAaNS G. MEHRINGER & CO., Ine., 
% SS ~ y Terry cloth Bath Mules, $1.25 to $3.50 
SY S MELROSE SLIPPER CO. “tm 
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S THE MILLER SHOE CO., 
f ( N I- Women’s ifealth Building Shoes, $7.50 te $10.00 
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RETAIL SHOES 


KLING’S THEATRICAL SHOE CO. 
NURSE SHOE Co. 

O'CONNOR & GOLDBERG 

OR. REED CUSHION SHOE CO. 


OTHERS 


ARNOLD BROS. & CO. (lasts) 
BEE HIVE SHOE REPAIRING Co. 
BOOT & SHOE RECORDER 
CAMERON & CO. (shoe store seating) 
H. 4 nee f MFG. CO., 

ratte. 
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THESE WORLD FAMOUS 


ENGLISH 
RIDING 
BOOTS 


ARE MADE IN ENGLAND 
ONLY 
BY MASTER CRAFTSMEN 


IN STOCK 


ALL WIDTHS 


ALSO FIELD, AVIATOR & 
JODHPUR BOOTS 


MANFIELD & SONS 


1636 RANSTEAD ST. 
PHILADELPHIA, PA. 













Write for 
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New York: 


A. J. Sarubbi 





1410 Broadway, | Los 
Lillian Van Natta 


Marbridge Bldg. Room 712,| Miami: 44 N.E. First Ave., 
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CORK SANDALS 


By Beachcraft 


Gay ......In the Spirit of Play! 


Featuring ''%2 and 3 inch clogs and the new wedge heels in 
addition to our regular cork-soled sandals. 










Wedge Heel 


BEACHCRAFT 
SANDAL COMPANY 


Angeles: Hotel Lanker- 


shim, Herb C. Marxmiller 


Nat C. Roth 
Factory 


10-12 Jones St., New York City 








Modern New Walk-Over Salon in Fort Worth 


A view of the new Walk-Over Shoe Salon of the Stripling Department Store in 


Fort Worth. Walls of this depariment are paneled 


in Oriental walnut inlaid with 


primavera and genuine walnut. Modernistic direct and indirect chromium light- 
ing fixtures are used. Trimmings and display cases are of Oriental walnut with 


Ayous wood interiors. 


Fort WorTH, TExAS—The Walk- 
Over Shoe Salon of the W. C. Stripling 
Department Store, in Fort Worth, has 
become one of the largest and finest 
shoe departments in this section, since 
it was modernized, along with all other 
departments of this store. The Shoe 


Salon now covers 5,000 square feet of 
space, and, although the department is 
large, it is arranged for efficiency. It 
not only has enough space for cus- 
tomers during the busiest times, with 
seating capacity of nearly one hun- 
dred, but it also has space for stock. 








Shop ideas are carried out on the 
entire second floor, which is the Wo- 
men’s Fashion Floor. The shoe depart- 
ment was moved to the second floor 
from the first floor, where it had been 
for years. The Shoe Salon is located 
between the millinery and the ready- 
to-wear departments on this floor, so 
that customers may purchase all ac- 
cessories and a complete outfit in one 
section of the store. The shoe depart- 
ment plans to tie-in all promotions with 
these two departments in an effort to 
increase sales for each department. An 
accessory shop, in connection with the 
shoe department, features bags, ho- 
siery, and belts, also to tie-in with the 
selling of shoes. In addition, the shoe 
department has a special slipper shop, 
which gets its share of the business. 
The juvenile shoe department now ad- 
joins the women’s department. 

This Shoe Salon is one of several 
operated by the Walk-Over Shoe Com- 


_pany in the Southwest. This salon and 


other Walk-Over stores in this section 
are under the supervision of M. A. 
Daniels, who maintains offices in Fort 
Worth. J. T. High is manager of the 
Stripling Shoe Salon. These Walk- 
Over stores use radio and newspaper 
advertising extensively. For this, they 
have their own centrally located adver- 
tising and art department, which 
works with advertising and art depart- 
ments of the different stores in which 
Walk-Over departments are located, in- 
cluding the Stripling store. 
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“HIGHEST GRADE ONLY” 
EAST WEYMOUTH, MASS., U.S.A. 
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Store Fixtures 
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amr | B 


Chromstee/ FURNITURE 


Wr ite for catalog of Shoe Store Equipment 
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ST. CHARLES, iLL 
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Canadian Footwear | 
Production Drops 


MONTREAL, CAN.—Production of 
leather footwear in Canada during the 
calendar year 1937 amounted to 24,- 
108,688 pairs, compared with 41,888,531 
in 1936, the Dominion Bureau of Sta- 
tistics reports. Production in Canada 
totaled 1,385,289 pairs, a decrease from 
the preceding month of 237,476 pairs 
and a decrease of 154,653 from the cor- 
responding month of 1938. 


To Hold Membership Drive 


CHICAGO, ILL.—A membership drive 
to start soon through all local asso- 
ciations of the National Shoe Travelers’ 
Association is announced by Norman 
N. Souther, president. He states that 
letters advising of this campaign are 
being sent to each of the 18 affiliated 
associations. 


Open New Store 


CINCINNATI, O.—The Colby Shoe 
Company ‘have recently opened a new 
store in Cincinnati, Ohio, managed by 
James C. Bruner. This attractive and 
completely modern store is located at 
Race Street and Opera Place in the 
heart of Cincinnati’s shopping district. 
The interior is decorated in a modern- 
istic manner in shades of blue with 
buff and has chairs for more than fifty 
people. Mr. Bruner advises that they 
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STOCK NO. 562 


Today’s Babies 
Are 
Tomorrow’s Customers 


Many thousands of them, wearing 
Mrs. Day's Ideal baby shoes, are 
—as they grow up—logical 

pects for Flexible Hard Soles (2 (2-8) 
by the same manufacturer. These 
babies represent a powerful ready- 
made market to alert merchan- 
disers of juvenile footwear, for 
which Mrs. Day's specialized line 
of little shoes is “open sesame." 


MRS. DAY'S 
IDEAL BABY SHOE CO. 


DANVERS, MASS. 


Manufacturers of Fabric—Cushion—Soft Sole— 
Intermediate and 


FLEXIBLE sours 








have been doing a more than satisfac- 
tory business since their opening. 





Opens Modern 


has moved to new and lar, 


offices and ms are done in the 


showroo 
lighting. Pictured above is S. ene 01 te Arve, and D- 


treasurer, looking over t 


New York—The Rao Footwear Corp., formerly located at 118 West 29th Street, 
here, ger quarters at 20 West 20th Street in which 
location they have triple the amount of space as in the former offices. The new 


New Showrooms 






manner includ fixtures and 
. secretary- 


spring line in its new setting. 
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First to be Scientific 
and Kthical— 


Three Scenes From Our 
Laboratory Showing 
Research On White 


Shoe Cleaners. 


White Shoe  « er 


Everyone in the trade knows that Shu-Sno was first to introduce scientific 
and chemical research in the formulation of white shoe cleaners. 


Shu-Sno was first to expose the detrimental effect of alkaline cleaners on white 
leather. (Nearly all the highest ballyhoo-ed cleaners were alkaline.) 


Shu-Sno was first to condemn the practice of selling a little pigment and over 
80% water as a white shoe cleaner. (You know how many of this breed are 


on the market) 


Shu-Sno was first in many other innovations. Let us tell you about them. You 
ought to know more about the cleaners your customers will use on your 
white shoes. 


We are cooperating with shoe manufacturers and shoe dealers in solving the 
white shoe cleaner problem. So order your supply of Shu-Sno directly from us. 
Two sizes: $8.00 and $16.00 per gross. 


SHU-SNO PRODUCTS CO 


on s+ - &§ OO VU. & Go 8 1 
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Children's Shoes 
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Pedicraft 


HAND LASTED 
CHILDREN’S SHOES 
Finest Quality 


PEDICRAFT SHOES—Swanson & Ritner Sts., 
7 Philadelphia 





FE PS 


Riding Boots 


i el eel 











oh oe oe oe Oe em ee Ce ee em Oe Oe eS 


Slippers 
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DANVERS SHOE Co 
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Midwest Shoe Co. Incorporates 


CLEVELAND, OHI0—Midwest Shoe Co. 
has been incorporated for 250 shares 
of no par value, principals being J. A. 
Melziva, C. T. Sheridan, R. E. Remley, 
and Frank W. Warady. 
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Out of Recession by Fall 


[CONTINUED FROM PAGE 40] 


That shoes this Spring will be “color- 
ful” was the consensus of the majority, 
some indicating men even are becoming 
more “color conscious.” There was the 
opinion also voiced that “you are going 
to see more style and color, and more 
men’s fancy shoes sold this Spring than 
ever before.” 

But even with all the outwardly ap- 
parent optimism, several speakers 
warned against “buying too far in ad- 
vance,” expressing the theory to “buy 
short” so as to always have shelves 
open for new numbers. 

It was in this vein that Harold Read 
of Binghamton spoke to the group, ad- 
monishing them to “get away from 
six-months buying and get town to two 
or three months.” 

“Know how many classifications you 
sell in your store and don’t over-buy 
at any time, so as to be ready to buy 
new, regardless of colors, styles or 
prices,” he intimated. 

The factor of color combinations in 
selling shoes to women was cited by 
Harry Ehrenpries of Flah & Co., Inc., 
Syracuse woman’s shop. “With all the 
varied colors appearing this Spring in 
women’s apparel, we will have to be 
careful of accessories,” he explained. 

He indicated fabric shoes are much 
in demand but advised his listeners not 
to “forget your leather shoes” and was 
optimistic on the “outlook for gabardine 
shoes.” 

Those retailers who “keep their feet 
on the ground” will be most apt to 
show a profit in the coming season for 
the Spring will be the test of. “watch- 
ful and careful merchandising,” de- 
clared Guy Manley of E. P. Reed & 
Company, Rochester shoe manufac- 
turers. 

“These are pretty difficult times and 
it is hard to predict what may happen, 
but I think it is an opportunity to show 
the stuff we’re made of. Don’t forget 
there is a place for staple shoes, if you 
are smart enough. 

“There is money in the country and 
it will go to those retailers who get 
something across to intrigue the buy- 
ing public, but staple things must not 
be forgotten,” Manley asserted. 

A similar note was sounded by Weir 
Stewart of Marshall, Meadows & 
Stewart, Inc., Auburn manufacturers, 
in saying: “Although gloom is being 
spread awfully thick, there is business 
to be had and the aggressive merchant 
will get it.” 

While he could “see some bright rays 
of hope in the picture,” Mr. Stewart 
said there will be a need for promotion. 
“It seems to me it is the time for low 
inventory and always to have room to 
buy more shoes.” 

With women’s footwear in the main 
the major question, R. S. Cook of the 
A. E. Nettleton Company, Syracuse, 
makers of men’s shoes, revealed that 
“in our grade” the trend is definitely 
away from “staple shoes and we are 
busy now with those not staple.” The 
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ON THAT NEXT ORDEF. 


for nap-sueded shoes . . . because 
RUFFIT is right. Your customers 
will agree that Ruffit's 30 authen- 
tic colors ... aniline dyed and 
colorfast . . . exactly meet their 
ideas of good looks and economy. 


SLATTERY BROS. 
TANNING COMPANY 


210 SOUTH ST. TANNERIES 
BOSTON, MASS. SALEM, MASS. 











tendency is toward shoes not extreme, 
but smartly styled, he maintained. 

Mr. Cook further stated that men 
are gradually coming to want shoes 
“for a definite purpose.” 

Arrangements for the 1938 state re- 
tail convention here in the Fall are 
being made by a committee headed by 
Ernest H. Park of Park-Brannock, 
Syracuse. 





New Posner Shop on Coast 


OAKLAND, CALIF.—The Dr. A. Pos- 
ner Shoes, Inc., one of the oldest manu- 
facturers of children’s shoes, celebrates 
this year its fiftieth anniversary. 

Coincidental with this anniversary 
the distribution of Dr. A. Posner Shoes 
is being extended from coast-to-coast 
with the opening of an exclusive Dr. 
Posner’s Children’s Shoe Shop in San 
Pablo Avenue, Oakland, by Arthur 
Mattal. 





Plan Summer Shoe Fair 


GRAND Rapips, MicH.—A Michigan 
Summer shoe fair will be held here 
June 19 to 21 by travelers and retail 
dealers in the shoe business. Commit- 
tees have been named with Carl Ver- 
burg as general chairman; Jack Shaw, 
secretary and treasurer; Curtis Johns, 
entertainment chairman; Arthur Allen 
and Paul Steketee, publicity; H. B. 
Lovell, registration; Tom Hammond 
and John Anderson, program. 
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CAVALIER 


THE 


SHOE MAN'S 
POLISH 


BUILDS BUSINESS 


POLISHES — CLEANERS — DYES 
FOR EVERY SHOE STORE NEED 
WRITE 


CAVALIER-BALTIMORE, MD. 














Chain Store Efficiency 


records are made available 
to independent retailers in the 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St.. Chicago. Ill. 
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The Market Is Calling 


all buyers—wanting the latest and best— 
tested by comparison. 


No one shoe center gives to buyers the 
chance for a choice obtainable 
Marbridge Building. 

. When in New York—be neighborly—a 


welcome awaits you on every floor. 


in the 


D. S. MACDONALD, Mer. 


NeW YORK 





Buffalo Retailers to Meet 
March 2 


BuFFALo, N. Y.—Members of the 
Buffalo Shoe Retailers Association are 
looking forward to the next meeting 
at the Hotel Statler, March 2, which 
will be known as “Directors’ Night.” 
Plans for the night were worked out 
by President Jack Jacobs, Secretary 
Ollie LaReau and Business Manager 
H. J. Deters. Past-President George 
Siefert, assisted by Fred Manning, will 
have charge of arranging the enter- 
tainment. 

All members will be guests of the 
directors for the night. In addition, 
there will be business put before the 
meeting of interest to everyone. Chief 
is the Buffalo Shoe Style Show, which 
will be held at the Statler March 6 and 
7. The entire third floor of the hotel 
has been reserved for this event. An- 
other attraction will be a speech by 
Joseph A. Schaetzer, treasurer of the 
organization and director of the State 
Shoe Retailers’ Association, who will 
describe what took place at the emer- 
gency meeting of the State association 
Syracuse, Feb. 21. 

The Buffalo Shoe Retailers’ Associa- 
tion now is the largest unit in pos- 
sible membership in New York State. 
Ninety-three per cent of the retailers 
of Buffalo are enrolled. A drive for 
the other 7 per cent starts in March 
by H. J. Deters and Ollie LaRue. 


Caters to Service Men 
[CONTINUED FROM PAGE 28] 


When the fleet is due in San Fran- 
cisco harbor, Werner’s make a special 
bid for navy business. They also watch 
the length of cruises. Recently, when 
the navy was pulling out on a six- 
weeks’ cruise with Honolulu as its only 
stopping point, advertising was ad- 
dressed to the navy men suggesting 
that they would be needing new shoes. 
Announcements were run in the navy 
magazine inviting them to Werner’s 
Shoe Den. They got a very good, steady 
response to this type of appeal and 
did a fine business with navy men for 
the duration of the fleet’s stay in San 
Francisco. 

Another specialized class to which 
Werner’s shoe department appeals is 
the cadet class. The official shoe worn by 
cadets is carried exclusively hy Wer- 
ner’s. These young men are welcomed 
and made to feel at home in the Shoe 
Den. 

Russell Werner says, “Our men’s 
department stresses good quality at 
moderate prices—our range is from 
$5.00 to $16.50—plus service and indi- 
vidual attention and the right kind 
of stock to give exactly what they need 
to the type of clientele we wish to 
keep.” 

The Shoe Den has a separate en- 
trance from the street so that men 
need not go through the women’s or 
children’s sections. Many customers, in 


fact, think that the men’s department 
is a separate Werner store. 

During the past year, the Werner 
men’s department has shown a satis- 
factory increase over the previous 
year’s business. 


F. A. Miller Re-elected 
Miller-Jones Head 


CoLuMBus, OHI0—Frederick A. Mil- 
ler was reelected president of the 
Miller-Jones Shoe Co., subsidiary of 
the H. C. Godman Shoe Co., according 
to M. J. Wallace, secretary of the com- 
pany. With the creation of a new ex- 
ecutive post, O. H. Kuhn was elected 
vice-president in charge of merchandis- 
ing. Also reelected was T. E. Kava- 
naugh to the post of executive vice- 
president and treasurer; M. J. Wallace, 
secretary, and J. L. Davis, assistant- 
treasurer and comptroller. 

Two new members were added to the 
board of directors. The board is now 
composed of Mr. Miller, Mr. Kava- 
naugh, Mr. Wallace, H. J. Kaufman, 
S. G. Prentiss, Guy E. Coffman, W. I. 
Vorys, J. L. Schmidt and W. H. Hoag- 
land. 





To Open New Store 


ADRIAN, MICH.—Walter Haley of 
Findlay, Ohio, has leased a building 
in the heart: of the business district 
here and plans to open a shoe store 
within a few weeks. He is a former 
resident of Adrian. 
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Dancing Shoes and Taps 
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FLEXIBLE TAP DANCING SHOES 


Lightening 
Step 
by 
NEW 
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IN-STOCK 









Patent Lea. w 
$1.45 
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elec = a 150 
Misses’ A-B-C-1142-2 ...... f. 1.45 
Children’s B-C-8i2-11 ..... 1.35 1.40 
28 Goodhue St. 
OWENS SHOE Co. Salem, een 
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Camp Moccasins 
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CAMP MOCCASINS 


HAND-SEWED 
COMPLETE LINE-ALL STYLES 
IN STOCK 


From $1.28%2 Up 
H. CONJOR SHOE CO., INC. 


Q 197 Flatbush Ave., Brooklyn, N. Y. 




























New Shoe Store for Columbus 


CoLumBus, OHIO — The Columbus 
Shoe and Rubber Co. is a new retail 
shoe store to be opened soon at 19 West 
Chestnut Street. 














New Sport Shoe Treatments 



















Two sport shoes—one with crepe sole 
for active, the other with Cuban heel 
for spectator wear—both from Dundeer, 
a branch of International. The welt 
trimming, a style characteristic of this 
manufacturer, has special interest this 
season because of the popularity of the 
“Mudguard” treatment of many types 
of sports shoes. These shoes were re- 
ceived too late to be included in the 
style section of this week’s issue. 





28 Per Cent for Shoes 


MapIson, Wis.—According to a sur- 
vey recently concluded by members of 
the staff of the University of Wis- 
consin’s department of agricultural 
economics, 28 per cent of the clothing 
budget in a typical low income Wis- 
consin family goes for footwear. 

The survey shows that the family, 
averaging four members, spent $95.40 
for clothing in a typical year with 
fathers spending $26.37 of this allow- 
ance and mothers $23.30. Labeled as 
heaviest spenders were sons 25 years 
of age or older with daughters from 
18 to 24 ranking second. The former 
are credited with spending an average 
of $36.26 per year and the latter 
$31.56. 

The bulk of the budget—48.5 per 
cent—according to the survey, goes for 
outerwear. Underwear and nightwear 
take up 11 per cent, accessories, 6.2 
per cent and miscellaneous, including 
headwear, cleaning and repairing, 5.6 
per cent. 

Families covered in the survey live 
in the low income area in central Wis- 
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consin with two-thirds of the group 
representing farm residents and the 
other third families of village wage 
earners. 





New Shoe Department Opened 


SHELBYVILLE, IND.—Remodeling has 
been completed for the new shoe de- 
partment on the main floor of the 
Goodman department store. 

The new department is located in 
the northeast corner of the main floor 
which has been completely refinished. 
New shelving and other equipment 
have been installed. 

Chairs are modern in design, lux- 
uriously upholstered and with chrome 
finish. The floor is deeply carpeted 
in blue. 

Under the management of Paul Sir- 
kus, who has been in the shoe business 
in Shelbyville for a number of years, 
the new department is one of the most 
outstanding shoe sections in this part 
of the state. 

The new department carries several 
exclusive lines of shoes in addition to 
those which have been merchandised 
by Mr. Sirkus in the past. 


Old Shoe Concern 
Changes Hands 


MARIETTA, OH10—Volkwein Brothers, 
known in Marietta for 90 years as shoe 
dealers, during which time the concern 
changed locations only twice, has been 
sold by Charles and J. Henry Volkwein 
to H. R. Salzman of Pittsburgh. 
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STRENGTH 
SECURITY 
ECONOMY 


UNISHANK 


BREASTLOCK 
HEEL 


UNISHANK innersoles and BREASTLOCK wood heels are two 
logical and practical features that progressive manufacturers 
are using on women’s high heel shoes. 


The BREASTLOCK heel with its special anchoring device, to- 
gether with UNISHANK innersoles, gives new security against 
“kicking under” or “kicking back.” Smaller and shorter soles 
can be used and flap laying is eliminated. Unishank gives 
rigid arch support that is vitally essential. 


Modem style versions emphasize the importance of these two 
basic improvements in shoemaking technique. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON. MASSACHUSETTS 
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Warm Weather Leaders for Boys and Girls 


[CONTINUED FROM PAGE 66] 


The patterns in misses’ shoes offer a natural transition 
into those of a growing girl’s shoes. Here the most inter- 





Merchandise Sources 
(See Pages 26-27) 





1. Party T-strap sandal in black patent for growing girl. 
Brown. 

2. Growing girl’s smart walking oxford in reversed leather 
with peasant trimming details in two-tone smooth leather. 
Walkin. 

3. Misses’ dress strap sandal in black patent. 
J. Edwards. 

4. Two-buckle play sandal in tan elk with tan cordovan tip 
for little boy or girl. 

5. Folded tongue, pinpoint perforations, and a warm rust 
shade in reversed leather, make this an outstanding shoe for a 
growing girl. Green. 

6. The “Jigger,” novel treatment of a tan elk oxford for a 
growing girl. Vitality. 

7. Small child’s T-strap sandal in black patent or white. Elam. 
8. Brown kid oxford with protective shark tip for small boy 
or girl.. O’Donnell. 


Both from 





9. Interesting treatment of monk pattern in white reversed 
leather with tan calf trim. Natural Bridge. 

10. A combined monk and moccasin type for misses with 
smart trimming details in perforations and pinking. Roberts. 
Johnson and Rand. 

Il. A moccasin pattern in elk combinations with ven‘ilated 
plug. Pied Piper. 

12. Baby’s boot in wash kid, Mrs. Day’s Ideal Baby Shoe. 

13. Low-heeled spectator pump in white reversed leather with 
tan calf trim. Unusual shoe for growing girl. Waterbury. 
14. Little child’s T-strap sandal in white wash kid. Mrs. Day's 
Ideal Baby Shoe. 

15. Misses’ Summer dress sandal in white elk. Endicott- 
Johnson. 

16. Saddle oxford with perforations, made in white or brown 
with contrast saddle, and suitable for little boy or girl or 
older girl. Pied Piper. 


Dene OA 


esting and popular types are the sport or walking shoes. 
With the exception of the T-strap sandal, or colonial 
pump in black patent or white calf or kid, they make 
the whole shoe wardrobe of a girl of this age. In the 
Spring and Summer collections there are many old 
favorites—the ghillie (with a detachable tongue as made 
by one manufacturer), the kiltie, and one of the peren- 
nial best sellers, the saddle oxford with rubber sole in 
dark reversed calf, brown or blue, or in smooth white 
Icather with tan saddle. The sole of the season in this 
pattern is, of course, the thick crepe sole, sometimes 
ridged. Peasant treatments continue to be very popular 
with thong lacing or other typical trimming treatment. 
The “mudguard,” so important in women’s sport shoes 
this year, is also being made up for growing girls. 


LY. 


17. This white buck, wing-tip brogue is always a favorite with 
boys. Peters Shoe Co. 

18. A popular shoe this season is this white buck, plain-toe 
blucher with heavy crépe sole. Belle Meade Shoe Co. 

19. A perforated shoe of white washable calf with leather sole 
and rubber heel. Peters Shoe Co. 

20. A novelty shoe of white calf with a corded-forepart. 
Endicott-Johnson Corp. 








S 
= 


21. A novelty combination of brown and white in the Nor- 





wegian type with leather sole and heel. Endicott-Johnson 


Corp. 

22. A favorite brown and white combination with leather sole 
ard heel. Belle Meade Shoe Co. 

23. The ever-popular saddle oxford of white elk with tan calf, 
saddle and backstay and rubber sole with spring heel. Ger- 
berich-Payne Shoe Co. 

24. An important type for play and dress is this Norwegian 
type blucher oxford with heavy crepe sole. Gerberich-Payne 
Shoe Co. 

25.A popular straight tip dress oxford of black calf with 
leather sole and heel. Brown Shoe Co. 


ar ee — =. 7 meen @ 
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ALL shoe selling reaches its climax at 
the fitting stool. Behind this crucial moment of sale 
are months of effort on the parts of designers, manu- 
facturers, and merchants. Into this setting have gone 
the creative abilities of display and advertising men, 
all to bring the customer to the chair in which she now 
sits. This is the SEAT OF FINAL JUDGMENT, and 
the destinies of all those who have had ‘any part in 
producing the shoe which she examines so critically, 
rest in her hands . . . and in the facile, understanding 
hands of the man who sits at her feet. Even more than 
the lady who will wear them, this man must believe 
in your shoes and in the materials that have gone into 
them; he must know why they are the best shoes for 


this most discriminating customer. 


The only direct way to sell him is through his paper, 


Boot and Shoe Recorder, to which he turns weekly in 
his search for ways and means to “Get More Shoes 
Sold Right.” We invite you to sit with us in our third 
chair at this POINT OF SALE, “the charmed four 
foot circle,” about his fitting stool. Here is your 
chance to sell him and keep him sold on the merits of 
your product or service fifty-two times a year. 


Write for our factual presentation entitled 
POINT OF SALE. 


FOOT ana SHO WECONWER 


Direct Line To The Point Of Sale 
239 WEST 39th STREET, NEW YORK CITY 
A Chilton Publication 
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SALESMAN WANTED 





SALESMEN WANTED 


FOR SALE 














om ALESMEN to sell a complete line of Men’s, Women’s and Chil- 


dren’s House Slippers and Ladies’ Novelty Boudoir 
Slippers to the volume trade in the Northwest and Coast. Also New England 
and Southern States. Commission Basis. State full particulars in first letter. 


Address F691, care BOOT AND SHOE RECORDER, 239 West 39th Street, New York, N. Y. 








SALESMEN: Stitchdowns-factory case lot 

dollar volume proposition: up only! 
Commission basis only. Short “‘live’ line; 
quality shoes—all territories open; state experi- 
ence, record, list of accounts now selling; how 
often called _~ % bow i wavelng all references. 
Write—Give code dress F-689, care 
Boot & Shoe cae. 239 West 39th Street, 
New York, N. Y. 





WANTED: Side-line salesman now traveling 
from Albany to ———e By manufacturer of 
Infants’, Children id Misses’ stitchdowns to 
retail at $1.00, $1. 0. $1.69. Address F690, 
care Boot & Shoe Recorder, 140 Federal St., 
Boston, Mass. 





XPERIENCED RESIDENT SHOE SALES- 

MAN to sell job lots and closeouts—high 
grade or cheap shoes to volume accounts, on a 
commission basis. Excellent opportunity for 
side line. All territory open, except New Eng- 
land. ddress F-692, care Boot & Shoe 
Recorder, 140 Federal St., Boston, Mass. 





SALESMEN: :—Side line—new nonwater-spot- 
ting Fabric Shoe Dyes. Complete line of 
remarkable Shoe Dressings and Patent Leather 

Large commissions. Must have following 
shoe chain stores, retail shoe stores, shoe depart- 
ments. References. Address F-686, care Boot & 
eed ae: 239 West 39th Street, New 
orl 


WANTED: SALaSMAN. Travel New Jersey, 

Island, Brooklyn, New York State, 
Rb” Sed, Western Massachusettes, Ver- 
mont and bat a County. To carry side 
line of popular women’s slippers and 
sandals and extents t for America’s largest manu- 
facturers. In-stock proposition. Commission basis 
only. When applying, state particulars. Ad- 
dress F-685, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 


BUSINESS OPPORTUNITY 

















YOU CAN HAVE A BUSINESS PRO- 
FESSION OF Ba OWN and earn big 
income in service fees. A new system 0 
foot correction; readily learned by any 
one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can stone to. No capi- 
tal rege uired or goods to buy; no ne 
or = citing. T aetablished 1894. 

pPhenson Laboratory, 21 Back Bay, 
Boston, Mass. 














POSITION WANTED 





Y OUNG man, 32, experienced manager, win- 
dow trimmer, advertiser, sales promoter, = 
foot-fitter, wishes to make connections with 
gressive retail shoe concern, or chain. Excel = 
references. Address F-678, care Boot & Shoe 
peoegter, 239 West 39th Street, New York. 





PS WANTED: Salesman with large 
established business on women’s shoes, 

lar priced. Middle and Northwestern territories. 
Has had experience as executive 2nd salesman- 
ager. Address F-688, care Boot & Shoe 
i ene 239 West 39th Street, New York, 





POSITION WANTED—as foreman in shoe 
factory for cemented shoes. Experienced in 
manufacturing of cemented shoes since 1920. 
Reference on hand. Am 40 years of age, mar- 
ried, dependable. Carl Bethmann, 117 Main 
St., Sayreyjlle, N. J. 








ARGAIN!! 12 chairs, by American Seating 

Co.—will sell in units of 3 or 4—spring 
seats—leatherette upholstering—Write, True- 
blood’s, Ames, Iowa. 





BUSINESS OPPORTUNITY 


HAVE need for capital to increase business; 
have two shoe departments in south. Pre- 
fer person who could Be active in business, but 
will consider silent partner. Amwent needed 
three to five thousand. Address F-687, care 
Boot & Shoe Recorder, 239 West sort Street, 
New York, N. Y. 








ATTENTION 
RETAILERS AND 
RETAIL SALES PEOPLE! 
GET IN 
SWAGGER'S FIRST 
PRIZE CONTEST 
on 
SWAGGER LIQUID SHOE WAX 


Over 100 Valuable Prizes 
See Your Jobber's Salesman 
or Write for Full Information 


SWAGGER, INC. 
916 Parrish St. PHILADELPHIA, PA. 














WANTED TO PURCHASE 








WANTED TO PURCHASE 








Buyers of Surplus Stocks 

We will buy surplus or entire stocks of shees 
from manufacturers, jobbers er retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Ine. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 





WE bt UY 
Entire or Surplus 
Stocks. Also randed “8 Shoes 
Walk-Over, Florsheim, 
ity, Arch Preserver. ty. 
tonians, Stetson, Red Cross, Nuun Bush, Etc 
IRVI N R v 8! IN 
“The House of J 
89 Reade St., Cor. _ a 
Phone Barclay 7-7887 New York City 




















SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 



















New Store in South 


Mositz, ALA.—The Toranto brothers, 
formerly owners of Kabers Shoe Store 
at Winston-Salem, N. C., have sold 


‘that store to Jack Schulman and have 


opened a new store in Mobile under 
the name of Joseph’s. Shoes will re- 
tail in this new store from $6.00 and up. 











address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
3" Advertisements for ‘his page must be in our New York office on Friday of the week preceding publication. “Ge§ 


In all other cases each word of the 
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Tells Innersole Story 


New YorK—The Brown Company, 
manufacturers of the Onco innersole, 
are distributing to the trade an attrac- 
tive and interesting booklet which tells 
the story of this new innersole which 
the company has developed. Entitled, 
“Presenting a New Idea in Shoe Mer- 
chandising,” this booklet is in the form 
of a sales portfolio and is available to 
all shoe manufacturers using the Onco 
innersole, for the use of their sales in 
contacting retail buyers, and also to all 
shoe buyers who may desire a copy. 


Allied Shoe Products 
to Exhibit 

New York—There are times when 
the term “by popular request” means 
what it says, rather than a press 
agent’s dream. The Allied Shoe Prod- 
ucts Exhibit comes within that class, 
and it will again be repeated on March 
27, 28 and 29, at the Hotel Belmont 
Plaza, Lexington Avenue and 49th 
Street, New York. 

For a long time it was known that 
when shoe manufacturers came to 
New York twice a year to view new 
leathers, they were confronted with 
some difficulties in inspecting other 
products which were more or less scat- 
tered about town. It was thought that 
an exhibition containing these various 
items would lead possibly to the solu- 
tion of the shoe manufacturer’s prob- 
lem. Apparently this surmise was cor- 
rect, for the first show proved there 
was a definite place for such an exhi- 
bition and to warrant it beifg sched- 
uled semi-annually. 

The initial show last Fall was pro- 
duced at the request of sources of ma- 
terials other than upper leather and 
style originators who desired a perma- 
nent means of their own to meet visit- 
ing shoe manufacturers and retailers. 

As a result of the satisfying outcome 
of the first show, there has been a 
popular request for another, not alone 
by the exhibitors, but also by visiting 
shoe men, who found the previous show 
a great convenience, in that they were 
able to view the products that go into 
shoes and the new style trends under 
one roof. 


Wisconsin Retailers 
to Convene 


MILWAUKEE, Wis.— The Wisconsin 
Shoe Retailers Association will hold its 
25th annual convention June 12, 13 and 
14 at the Plankinton hotel, here. This 
was determined at a meeting of the 
association’s board of governors Feb- 
ruary 16 at the Plankington. The 
Wisconsin Shoe Travelers’ Association 
will again have charge of the exhibits 
and exhibitors must be members of the 
National Shoe Travelers’ Association in 
order to show, according to Fred E. 
Schmidt, secretary of the Travelers, 
who declared he already has reserva- 
tions from manufacturers on hand. 


February 26, 


1938 


Like Father, Like Son 


Boston, Mass.—Billy Wood, man- 
ager of the Morse Shoe Stores of New 
England, in his time, held the Lowell 
City Championship for three years for 
running the 100 and 220-yard dashes. 
His uncle was the New England cham- 
pion before him. Mrs. Wood’s father 
was champion of the same city in 1885. 

Now comes Billy’s son who is a 
senior in the Lowell High School, 17 
years old, and captain of the track 
team, to equal all state schoolboy rec- 
ords in winning the 45-yard low hur- 
dles in 5.6 seconds. He came back three 
minutes later to set up an all-time 
record for schoolboys by winning the 
50-yard dash in 5.4 seconds. This all 
happened at the Eastern Seaboard 
“Carnival of Champions” recently held 
in the Boston Garden. 

Billy Junior, like his father, is of 
the modest, retiring type, so much so 
that on hearing of his time he believed 
the officials clicked the watches a little 
too soon. “I got off to a very lucky 
start, but 5.4 seconds? I don’t think 
I am that good.” 


New Shoe Company Formed 


CoLuMBus, OHIO—A new corporation 
recently formed here to engage in the 
wholesale shoe and rubber business is 
the Columbus Shoe & Rubber Co., which 
has leased a storeroom at 19 W. Chest- 
nut Street, and started business. 

The firm, issued a charter with an 
authorized capital of $25,000, expects 
to sell men’s, women’s and children’s 
leather shoes and rubber footwear, 
which will be purchased in the open 
market. 

Frederick Abbott, who operates the 
Abbott Shoe Co. at Newark, Ohio, is 
president; Earl E. Weimer, formerly 
with the Jones Witter Co., is vice- 
president, general manager and sales 
manager, while Mrs. Fred Abbott is 
secretary-treasurer. L. D. Troutman, 
of Columbus, is in charge of receiving 
and shipping. 


_——. 


Association Membership Up 


CHICAGO, ILL.—Twenty new members 
have joined the Chicago Shoe Travelers’ 
Association since January 1, Norman 
N. Souther reports, as the group looks 
forward to its most successful year in 
history. 


To Open in Meriden 


MERIDEN, CONN.—Ives, Upham & 
Rand Co., 44-48 Colony Street, depart- 
ment store, is preparing to open a new 
shoe department adjoining the milli- 
nery and ready-to-wear sections. Na- 
tionally known brands will be featured. 
Stock of the former department has 
been sold to the Lorraine Shoe Co., of 
Bristol. 
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MERCHANTS’ NEEDS 








actions oe Si 


BRANNOCK SHOE- 
FITTING SYSTEM 
1 INCREASE REPEAT SALES 
Satisfied customers return 
@ ATTRACT NEW CUSTOMERS 
One tells others 
3 SAVE 3% OF FITTING TIME 
Cut down try-ons 


Write for Deseriptive Folder 
bee list of shoe factories offering Brannock Devices 
at 6 


pecial cooperative price. 








THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 








Wentland Opens New Store 


Two Rivers, Wis.—John Wentland, 
for eight years manager of the J. C. 
Penney shoe department at Fond du 
Lac, Wis., has opened a new and mod- 
ern shoe family store under the name 
of Wentland’s Shoe Store, at Two 
Rivers. 


Retailers Advised on 
Shoe Advertising 


CuicaGo, ILu.—Shoe retailers were 
advised recently by the Chicago Better 
Business Bureau of certain require- 
ments in advertising fabric shoes. They 
were reminded that when naming ma- 
terials used in fabric shoes the terms 
“satin,” “velvet,” etc., mean all all-silk 
fabric. If rayon is contained in the 
fabric that fact must be made clear in 
the copy. This is in accordance with 
the Bureau’s standards for accurate 
advertising and the rules of the Fed- 
eral Trade Commission. Not only must 
rayon be truthfully described, but the 
fact that a product is rayon must be 
clearly indicated in invoices, labeling 
advertising matter, sales promotional 
descriptions, etc., the advisement stated. 


Mark Shoe Man’s Birthplace 


FARMINGTON, N. H.—The shoemaker 
who rose to the vice-presidency of the 
United States is not being forgotten. 

Citizens of this town have made 
numerous -improvements around the 
boulder marking the birthplace of 
Henry Wilson, who went to Massachu- 
setts and became a shoe manufacturer 
before serving his nation. 

Erection of the marker was made 
possible by Martin Luther Hayes, old- 
time shoe manufacturer and Mr. Wil- 
son’s lifelong friend. 
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Drastic Chain Taxation 


[CONTINUED FROM PAGE 52] 


trom $30 per store in Montana to $550 
in Louisiana. A $150 tax per store 
appears to be the popular figure, four 
states—Indiana, Kentucky, Maryland 
and South Carolina—levying that 
amount. 


“Destructive,” Says 
Ward Melville 


NEw York—Ward Melville, presi- 
dent of Melville Shoe Corporation, op- 
erator of 690 John Ward, Thom McAn 
and Frank Tod shoe stores, said that 
jit was impossible to believe that in a 
time of general business recession, 
“any serious-minded legislators would 





WARD MELVILLE 


give even passing consideration to a 
measure which plans to destroy 24 per 
cent of all retail distribution, increase 
the cost of living by approximately 10 
per cent, throw 1,500,000 men and 
women out of work, and by destruction 
of real estate values, affect adversely 
every Main Street in America.” 

Mr. Melville said that while nearly 
2,000 bills had been introduced in state 
legislatures in the last few years, not 
one had gone so far as to suggest ac- 
tual destruction of chain stores as did 
the new Patman bill. Such a measure, 
he said, would have the effect of re- 
moving from the country’s tax rolls an 
industry paying $225,000,000 a year 
in state and local taxes alone. 

The- tax on his own company, under 
the terms of the proposed law, would, 
he said, cost his organization nearly 
$19,000,000 on a total annual volume 
of business of $38,000,000. Moreover, 
he said, the bill, if passed, would throw 
691 real estate locations on the market 
and would bring about the immediate 
closing of fifteen large factories which 
now provide his company with foot- 
wear. 


Buying G 
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BOOTS AND SHOES 


AIR-O-PEDIC SHOE CO., Brockton, Mass. ............ccceccceccecescccesesectecens 64 
BEACHCRAFT SANDAL CO.; New York City ..............005 ceeeesceereeeeeeres 77 
BRAUER BROS. SHOE CO., St. Louis, Mo. ........ccc cc ccc cece cece cet tvercccccceres 37 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass. ..............cceeeeeeceeeeee 78 
CONJUR, H., SHOE CO., INC., Brooklyn, N. Y. .........ccccccccccccccscccvccescce 82 
CONNELL, J. M., SHOE CO., S. Braintree, Mass. .........---cceecccsccecccseccecee 80 
DANVERS SHOE’ CO., Newburyport, Mass. ............csccccccenccccccscccescesees 80 
Peg Cie reese Cos OC MIIIIEEE, TIED Sinpictc acc scccccesccccecetsinoscgeapoeacssaes 63 
EDWARDS, J., & CO., Philadelphia, Pa. ........0.c cece ccccccerccccvcccccccesesens 61 
ENDICOTT JOHNSON CORP., Endicott, N. Y. ......... cece ccc etc e cece ween eeees 6, 7 
ENNA JETTICK SHOES, INC., Auburn, N. Y.......... 2 eect eect eee eeeeeeee 8 
FULTON LEATHER GOODS CO., New York City .......... cece cece cece tence eeeeeee 82 
GREAT EASTERN SHOE CO., Boston, Mass. ..........0 csc c erect eee ec eeeeteeeees 82 
HANNAHSONS SHOE CO., Haverhill, Mass. ........... ccc cece cee ee eee eetteeeeeees 66 
JUSTIN, H. J., & SONS, INC., Fort Worth, Texas ............:ee cece cece ee eeeeeeee 59 
JUVENILE SHOE CORPORATION, St. Louis, Mo. .........-0ecceeeceeeeeeeeee 29, 30, 31 
LAIRD, SCHOBER CO., INC., Philadelphia, Pa. ..........0-cececeeecerteeeeeceeees 69 
ee Ge ey IOI, FR. nw ic ccc ccccccccenccccsvcesonvessceteses 77 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind. .............+-. 9 
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